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REAT BOOKS NEARLY _ 
READY NOW FOR 1925 


nique Manual-Digest and Little 
Gem Life Chart Invaluable 
to Agents 


OUT IN APRIL AND MAY 





fost Complete of All—Statistics, Rates, 
Values, Policies and Dividends 
Shown 





It would be hard to give a better word 
t this ‘time of the year to life insurance 
alesmen than to suggest that they 
properly equip themselves with the im- 
plements needed in a successful prose- 
ution of their work. The hit-or-miss 
methods of salesmanship have gone by; 
ven the small or part-time agent can- 
ot hope to sell life insurance unless he 
s prepared to talk facts and outline 
Salesmanship and a tech- 
nical knowledge of the business go hand 
hand. 

An automobile salesman may sell the 


uses and pleasures of machines but he 
nnot sell any particular kind of ma- 
hine until he knows its make-up and 
iemonstrates that it is a good machine 
o buy. So 4ét is with life insurance. 





You can sell the idea of life insurance, 


ts many uses and functions, adapted 
© particular needs, but after you have 


lone that you have got to prove to your | 


Prospects that you represent a good 
ompany. To do this you must know 
our company and know other com- 
panies as well. 

The publications and services allied 
with THe NaTIoNAL UNDERWRITER are 
venly balanced in supplying agents what 
hey need in the fields of salesmanship 
nd statistics. 

The Insurance Salesman, THe Na- 
IONAL UNDERWRITER and the Diamond 
ife Bulletins are publications which are 
ecognized the country over as the best 
n their field of furnishing salesmanship 
material and inspiration. 


Statistical Equipment 


On the statistics side, the two best 
nown publications are the Unique 
tanual Digest and the Little Gem Life 
hart, both of long standing in the ffeld. 
¢ Unique Manual-Digest was started 
by the late Sampson Dawe of Boston 
‘ years ago and he was also the first 
publisher of the vest pocket books in 
Ssuing the Little Gem Life Chart, now 
3 years old. These two publications 
tre taken over by THe Nationa, Un- 
"RWRITER Some years ago and both 
ave been vastly improved. 
: a on Manual-Digest stands alone 
+... = of the so-called “larger 
o e is, however, still of pocket 
ote or the agent who is detached 
vs 18 general agent and does not 
. access to the complete information 
S the well equipped office, it is the book 
- _ to buy. It contains 1,500 pages 
Overs every phase of company and 
CONTINUED ON PAGE 14 















Stubborn All-Day Fight 
Senate Over the Wirtz 
Ends 8—20 


in Texas | 
Bill 


| 
} 


AUSTIN, TEX., March 3.—After a | 
stubborn fight, the Wirtz bill to repeal | 
the compulsory investment feature of | 
the Robertson insurance law was killed | 
in the senate of the Texas legislature | 
last week. The insurance committee | 
of the senate had reported the bill | 
favorably, but a minority made an un- |} 
favorable report and the minority report 
won. 

The debate lasted all day and kept | 
the senate in session until 5 o’clock. The 
final vote was eight in favor of the re- 
peal and 20 against, with two members 
not voting. The senators favoring the 
repeal were Bailey, Bowers, Carr, Real, 
Russek, Ward, Wirtz and Woodward. | 


Formerly Favored Law 


The first speaker in favor of the re- 
peal was Senator Woodward. He said | 
he had formerly favored the Robert- | 
son law, but he believed the object for 
which it was passed had been accom- 
plished. He said the Texas companies 
have grown until now they enjoy a 
strength that enables them to stand with 
competitors in the field. The effect of 
the law is to give the Texas companies 
a monopoly. he declared, and it now | 
works against the people, in their efforts 
to obtain capital for the development | 
of the state. He alleged that the home 
| companies charge more interest in Texas 
than they do in neighboring states. He 
| said one company alone has invested | 
| nearly $5,000,000 in Oklahoma, where 
| there is no Robertson law, while the | 
total investment of home companies in 
Texas, was only $33,000,000. 

He quoted a telegram from the Metro- 

| politan Life showing that that company 
| loaned $11,000,000 on farms in Iowa last 
| year, where there is no Robertson law. | 
| The telegram declared the willingness 
| of the Metropolitan to loan as freely in | 
Texas as in other states, at interest rates 
averaging borrowers percgnt, in- 
| cluding commission. 
“Other life insurance companies” said 
{the Metropolitan “are competing with | 
|us on these terms in Iowa, Minnesota, 
South Dakota, Kansas, Missouri, In- 
diana, Illinois, Oklahoma and Nebraska, 
in which states we alone have real estate 
loans aggregating $172,000,000, of which 
$131,000,000 are farm loans and $41,- 
000,000 city loans.” 


Loans in Free States 





5¥2 


Senator Woodward showed from an |} 
insurance report that the total reserves 
of all insurance companies in Okla- 
homa, totaled $57,790,000; that 75 per- 
cent of this total as required for invest- 
ment under the Robertson law, would | 
amount to no more than $43,000,000; 
but that instead of having only $43,000,- | 
000 invested in Oklahoma, the insur- | 
ance companies have $88,000,000 invested | 
in that state. He gave figures showing | 
the average interest rate of Texas com- | 
panies and of outside companies, the | 
Texas companies exceeding the others | 





by from 1 percent to 3 percent. 
Senator Woodward characterized the | 


ROBERTSON LAW TO STAND | MICHIGAN EXECUTIVES MEET) 


Bay City Gathering Results in Appoint- 


ment of Committee of Actuaries and 
Medical Men 


DETROIT, MICH., March 4.—Non- 
medical life insurance was generally 
characterized as an additional service, to 
which the insuring public and agency 
forces, are entitled by executives of 
Michigan life companies at the meeting 
of the Michigan Association of Life 
Company Officials, held at the home of- 
fices of the Agricultural Life in Bay 


| City, Feb. 36. The medical directors and 


actuaries of member organizations were 
named as a standing committee for the 
purpose of continuing to study the de- 
velopment. 

This intensive study is to make pos- 
sible the adoption of a non-medical serv- 
ice by practically all Michigan 
panies in the association within a short 


com- | 


time and particularly by the Michigan | 


Mutual and the Detroit Life. Definite 
action will be announced at the next 
meeting to be held at the home office of 
the Detroit Life in May when new of- 
ficers also will be elected. 


Concerted Action Needed 


The need for concerted action with re- 
spect to the non-medical plan was de- 
cided upon following an all day discus- 
sion engendered by a paper by C. F. 
Cross, actuary of the American Life, 
whose company inaugurated the writing 


of life insurance up to $2500 without 
medical examination on Feb. 1 of this 
year. 

The discussion which followed Mr 


Cross’ paper was upon very practical 
lines, and included the results of similar 


| investigations by Dr. William G. Hutch- 


inson, vice-president and medical direc- 
tor of the Michigan Mutual; Earl C. 


| Whiteman, actuary of the Detroit Life; 


Clarence L. Ayres, president of the 
American Life; Francis F. McGinnis, 


| president of the Agricultural Life; M. 


C. Hull, president of the Grange Life, 
and Dr. W. P. Coler, actuary of the 
Maccabees, who was an invited guest of 
the association. 


Robertson law as a tariff wall, protect- 


|ing people who don’t need protection, 
|and a discrimination against the man 


who wants to borrow money. 


Holbrook Opposed Repeal 


Senator T. J. Holbrook spoke against 
the repeal. He cited figures to show 
that outside companies operating in 
Texas have loaned in that state $160,- 
000,000 and invested in buildings and 


| other properties about $80,000,000 more, 


a total of nearly $250,000,000. When 
the Robertson law was passed, all the 
insurance companies together had only 
$4,000,000 invested in Texas. He said 


the Wall street gang is behind the Wirtz | 


bill. He declared the Equitable, the 


REPEAL MEASURE DEAD | DISCUSS NON-MEDICAL | NON-MEDICAL PLAN IS 


NOW BEING TRIED 


| Development of This Practice Due 
to Poor Medical Examiners in 
Rural Areas 


SEE SOME DISADVANTAGES 





Some Principal Rules Governing the 
Acceptance of Applications of This 
Character Are Given 





By CECIL F. CROSS 
Actuary American Life of Detroit 


Every medical director knows (1) 
the growing scarcity of examiners in 
rural communities; (2) the difficulty of 
getting satisfactory examiners there and 
even at times in cities; (3) that many 
superficial examinations are made by 
good examiners; (4) that adverse infor- 
mation is often withheld; (5) that in- 
competent men are sometimes ap- 
pointed; (6) that many applications are 
received and examinations never com- 
pleted; and (7) that at least 75% of the 
business does not show a single defect 
or blemish on either side of the exami- 
nation blank. 

Problem in Rural Territory 


Dr. Browne, our medical director, in 
addressing our agency force, brought 
some very interesting information affect- 
ing the examiner situation in rural 
communities. He said, “The American 
Medical Association has just completed 
a very interesting, not to say startling, 
survey of the condition of medical prac- 
tice in these United States. This survey 
shows that the physicians are rapidly 
leaving the rural districts for the cities; 
that the average age of the country prac- 
titioner is 52 and that no young men 
are coming in to take the places of the 
older. If this continues, in 10 years 
there will be no practitioners of medi- 
cine in the rural districts. State after 
state reports counties in which there 
are no doctors. Two states are offering 
bonuses to doctors who will hang out 
their shingles in any rural community 
they care to select.” 


Development of Non-Medical 


Knowing of the situation in Canada 
where companies, due to shortage of 
examiners because of the war and the 
fact that several medical societies 
pledged themselves to a $10 medical fee, 


| had been following this plan for some 


Metropolitan, the Mutual and the New | 


York Life have never and never will 
loan the farm and stock men money. 
His statement of course was directly 


contrary to the telegram of the Metro- 
politan, showing $131,000,000 loaned on 
middle west farms. 


time, we decided to investigate fully and 
see if perhaps the system might not be 
applicable to our needs. The result of 
our studies yielded the fo'lowing infor- 
mation: 

1. Insurance was 
entirely non-medical. 


originally written 


2, Examinations were introduced 
about 1858 with regularly appointed 
medical examiners and have become 


more and more rigid since that date, 
until the last five years when there has 
been a tendency toward simplification— 
leaving out of non-essential questions. 
3. British companies have been writ- 
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ing non-medical since about 1900, at 
first, with a 2/3 lien the first year, a 
1/3 lien the second, and full insurance 
thereafter, but lately, with full coverage 
from the start and a retention on a sin- 
gle life of as high as 15,000 pounds or 
about $75,000. 

4. Canadian companies have been 
writing non-medical for four years or 
since 1921 with fourteen companies now 
in the field and with results as shown 
below: 


Insurance Mor- 
Year in Force tality 
Ee $9,018,196 $10,000 
De as ccewecsatenan 28,782,530 40,000 
Co ee ee 87,208,595 115,131 


Ninety Percent Acceptable 


About 90 percent of the non-medical 
business was acceptable without requir- 
ing an examination, and 45 to 50 percent 
by amount and 65 percent by number of 
applications came in on this basis. 

5. Medical directors, agency directors 
and actuaries all feel the experiment is 
proceeding satisfactorily and the agents 
are generally in favor of it. 

6. Several American companies are 
now in the field—Phoenix Mutual, Con- 
necticut Mutual, Franklin Life, and 
Prudential on endowment forms. 


What May be Expected 


What may we expect to gain by the 
plan? 

1. A larger percentage of completed 
cases, hence more successful agents. 
Many are now lost because never exam- 
ined, others require additional trips and 
reselling, made unnecessary when one 
interview and sale only is required. 

2. Greater speed in issuing policies, 
less time between date of application 
and delivery of policy. 

3. Saving in medical fees. 

4. A closer relation between company 
and agents; they appreciate this added 
trust reposed in them. 


Disadvantages of the Plan 


The disadvantages of the plan are: 

1. Increased mortality in the group 
taken due to: 

(a) Impaired lives creeping in 
through fraud on part of agent or appli- 
cant or existing impairments unknown 
to either which would only be discov- 


ered by an } grammes mcs 

2. Loss of examiner as a Sales-assist- 
ing force. 

3. Applicants who really desire an ex- 
amination. 

Naturally, the difference between 
these two should be advantageous to 
the company, or capable of being made 
so. If impaired risks are to be accepted, 
we must reduce their number to a min- 
imum, else the increased mortality will 
wipe out all the savings in medical fees 
and earnings from the increased volume 
of business. Fraud also must be de- 


tected. 
Elements of Selection 


__Medical selection, or the selection of 
life insurance risks, may be divided into 
ten elements, each of which is given 
consideration: 

Family history. 

Personal history. 

Personal physical condition. 

Height and weight. 

Occupation. 

Residence. 

Age. 

Plan and amount of insurance. 

Moral hazard. 

Habits. 


Getting Physical Condition 


Of these, it will be seen that family 
history, personal history, personal 
physical condition and height and 
weight are the four which are now 
covered by the medical blank. Per- 
sonal physical condition is the only one 
of the four which requires medical skill 
to determine. Family history and per- 
sonal history are found by questioning 
the applicant and, whether the doctor 
gets this information any more accur- 
ately than the agent, remains to be 
decided. 

The non-medical blank, covering 
applicant’s health and filled out by the 
agent, includes height and weight in 
addition to the other questions now 








found on that part of the medical which 
forms a part of the contract, so that we 
lose only personal physical condition as 
determined by the examiner—except 
impairments of the lungs, heart, urine, 
blood pressure, etc., which have never 
been found before to the applicant’s 
knowledge and which such examination 
would reveal. 


New York Life Distribution 


Our business shows about 85 percent 
taken at standard rates, 10 percent on 
a special class basis and 5 percent de- 
clined outright. According to a pub- 
lished article of Arthur Hunter, actuary 
of the New York Life, its distribution 
of special class insurance is 33% per- 
cent occupational hazard. Ten percent 
overweight, 25 percent heart, 10 percent 
albumen, the balance being widely scat- 
tered. Occupation and overweight are 
determined now as accurately as before. 
Many of these heart and albumen im- 
pairments had been found on previous 
examinations, so they would not all be 
accepted under the non-medical plan. 
To limit the number still further, we 
have adopted the following rules: 


Rules Governing Non-Medical 


1. The applicant shall be between the 
ages of 10 and 45, both inclusive. (This 
is the most favorable time for insurance. 
Mortality savings are greatest. Heart 
and urine impairments are found less 
frequently and are usually less serious 
then. Tuberculosis is what we have 
most to fear. Few cases, however, are 
first discovered by life insurance exam- 
ination.) 

2. The applicant shall be of the white 
race. 

3. The amount of insurance shall not 
exceed $2,500 in the case of male lives 
nor $1,000 in the case of female lives. 

4. The insurance shall be on the life 
or endowment plan. Term insurance 
requires a medical examination. 

5. All applications within age limits 
and for plans and amounts stated must 
be non-medical. 

6. The company reserves the right at 
all times to order an examination where 
the papers indicate such action is neces- 
sary. The applicant agrees to submit 
to such an examination in the appli- 
cation. 

7. The company reserves the right to 
take any individual agent‘ off non-medi- 
cal and require an examination on all 
of his business. 


Safeguards Are Set Up 


The first of these you will notice deals 
with a further limitation of the group 
of impaired risks which might be 
accepted but would have been elimi- 
nated formerly by the examiner. 

The others are expected to reduce, if 
not to eliminate, fraud and speculation— 
limitation of the amount to our average 
policy or slightly less, plans of insurance 
that will build up a savings fund for 
emergencies as well as offer a death 
benefit, knowing that the company may 
check up on his statements by requiring 
an examination causes both agent and 
applicant to be more careful in answer- 
ing every question fully, and reserving 
right to remove privilege of non-medical 
from any agent keeps agency force in 
line. 

Probably our greatest safeguard, how- 
ever, is the fact that insurance is sold 
and not bought; that even impaired 
risks do not think their condition is bad 
enough to cause them to go out to buy 
insurance and, when they do, they 
usually want amounts beyond non-medi- 
cal limits. Of course, there is the dan- 
ger of applying at the same time in 
several companies. Such action might 
indicate that the applicant was attempt- 
ing to get a large amount knowing he 
could not pass a medical examination. 
The Canadian bureau reports show that 
of 167,237 non-medical cases considered 
only— 

4,005 applied to 2 companies, 2.%4% 
143 applied to 3 companies, 1/10 of 1% 
21 applied to 4 companies 
5 applied to 5 companies 
1 applied to 6 companies 
and the limit for a considerable part of 
this business was $1,000. 
The foregoing gives a brief outline of 





WOULD CHANGE SYSTEM | AUDIT NOW UNDER w. 


BEHA MAKES A SUGGESTION | EXAMINING INTER-SOUTHE 


| 





New York Superintendent Recommends 


a Law to Apply to Elec- 
tions of Big Mutuals 





Superintendent Beha of the New York | 


department has transmitted to the legis- 
lature the text of his first report on life 
insurance. 

He dwells on the immense proportions 
to which life insurance has attained, and 
stresses the great importance of the 
service rendered by life companies to the 
public and the consequent great respon- 
sibility both of public supervision and 
company management. 

The four largest life companies in 
New York are now mutual and belong 
to the policyholders. With about $7,500,- 
000 ordinary and $30,000,000 industrial 





policies in force, with assets of about | 


four billion and over twenty-two billion 
of insurance in force, these companies 
are becoming more and i 
public institutions. 
Calling attention to the fact that the 
present provision of the law allowing 
participation in the management and 
representation on the part of policy- 
holders on boards of directors of mutual 
companies, does not secure the desired 
resuit, Superintendent Beha suggests 
that the legislature consider the advis- 
ability of a remedy in the form of an 
amendment to the law that would em- 


more semi- | 


power the head of the insurance depart- | 


ment to make certain selections from 
citizens of the state to form a part of 
the “administrative ticket” for boards 
of directors. 








why we decided the plan was workable 
here in the United States. The final 
consideration had to do with our agency 
plant. Most of us feel, I believe, that if 
we could personally ask the questions 
on the blank, we would not hesitate to 
issue insurance on such examinations. 
We get alarmed, however, when dele- 
gating this duty to someone else. It 
seems reasonable that the average agent 
will take this new responsibility con- 
scientiously, in fact, will report more 
fully on many phases of the case than 
he did in the old form of agent’s report, 
when responsibility was divided. 

There are some agents who inspect 
their applicants very carefully and pass 


|ices, and that some of them were & 
| changed for stocks in other corporation 


| ceived for the properties, and that Mr 


fund. The attorneys held that when the 
| internal é 
| reached an agreement in the case, th 
| tax would be paid. 








Attempt Is Being Made to Collect p. 
Income Tax from President 
J. R. Duffin 













ves O 





gates 











LOUISVILLE, KY., March 5}, 


audit of the Inter Southern Life 

















Ernst & Ernst, under direction of § j 
Saufley, Kentucky commissioner, stang 
Feb. 23, with eight men at work. Robs 
C. Ilg will have charge of the ay 
R. G. Dixon, of the commissioner's 
fice, will remain in Louisville y 
Saufley announced that he had comp 
nicated with commissioners in all sta 
in which the Inter-Southern operat) 
asking them to present any complain 
they may have received, or make ay 
suggestions which they see fit. It wa 
stated that so far as known no cop 
plaints have been heard anywhere « 
cept in Louisville. 





Move for Back Taxes 






More trouble has developed for Jams 
R. Duffin, president of the Inter-Sout 
ern Life, Robert H. Lucas, collector ¢ 
internal revenue having taken out, 
lien on property and property rights d 
Mr. Duffin for income taxes alleged t 
be unpaid over the years 1919, 1920 al 
1921, amounting to $116,495.11 and pe- 
alty of 60,812.12, total being $177,301. 

Attorneys for Mr. Duffin issued : 
statement to the effect that in 1919 
acquired some stocks in two corpote 
tions through trading property and ser 


Others didn’t have market value, be 
that the government, has been endear 
oring to tax these stocks in the sam 
manner as though cash had been t 


Duffin pay the tax and file claim fort 
finally 


revenue department 


It was claimed that 


| the case was like many others in whit 
' property has been traded, and the gu 


ernment could not agree with the ownt 
regarding values. 





“LAND RESTAURANT GROW 


oe 


| Goulden, Cook & Gudeon Place Comb 


them by if not up to their standards of | 


health and habits, proud of the high per- 
centage of accepted cases, prouder per- 


haps of the fact that they have never | 


had a “reject” die, though they have 
paid several claims, but nevertheless, the 
kind of men you like to deal with. 


Let Home Office Underwrite 


There are others who try to get 
everyogpe by they can; who cross to the 
opposite side of the street when adverse 
information comes along and state it is 
the duty of the doctor and inspector to 
dig out the information, their job is to 
write the insurance and that is hard 
enough, let the doctor take the respon- 
sibility as to whether he passes. 
bigger percentage you have of this 
former class, the better mortality will 





The | 


result and, when there is no chance to | 


pass the responsibility to the doctor, 


just such agents. 
Some Ideas Disproved 


The statistics used are taken largely 
from an article “Life Insurance Without 
Medical Examination” by V. R. Smith, 
actuary of the Confederation Life of 
Toronto. Three weeks and a half is 
hardly time enough for us to arrive at 
any very definite conclusions as to the 
actual working out of this plan. How- 
ever, several of our ideas seem to be 
somewhat disproven. 

We anticipated at first a considerable 
amount of additional correspondence in 
clearing up reports of various past ill- 

(CONTINUED ON PAGE 17) 


: | with waiver of premiums 
there will be a greater percentage of | 


nation Life, Disability’ and 
Pension Policy 





Goulden, Cook & Gudeon, New York 
managers of the Connecticut = 
Life, have secured group life, accidet 
and health insurance and pension at ag 
65 on employes of the Pennsylvana 
Restaurants recently taken over by 
Savarin. The chain of. restaurants i 
cludes many eastern cities. 


No Examination 


No physical examination 1s requie 
for any of the insurance. The plan ca® 
for weekly accident and health inden 
nity for 20 weeks beginning the bop 
day. The group life policy ater 
pension at age 65 of $10 a wr te 
each thousand of insurance carriee. 
tal and permanent disability . = 
a ; 
disability © 
¢ 
full amount of the policy ‘ 
death after disability. The ag ee 
insurance, pension and monthly mcom® 
will increase with each yea 
ment. Employes may also take 2 
tage of the privilege of conversi0 


| other forms. 





Camp 

|. 
4—H. G. He 
¢ Mitchell, B 
nce commis 


Helgerson Succeeds Van 


PIERRE, S. D., March 
gerson, insurance ne o - 
been appointed state insur: Cam? 
sioner to succeed W. N. he * Vat 
whose term expires July -* i917. 


e 


Camp has held the office sinc 
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ves Omaha Sales Congress Dele- 
gates Valuable Views on 
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Selling Insurance 





ch 5.—Ty 

n Lite WAVE ATTENDANCE OF 150 
N OI S, 

ner, start 

ork. Robe 

the ani her Speakers Are John A. Reynolds 
onetd Detroit, and W. D. Bowles, Phoenix 
aoa Mutual, Des Moines 

n all stat, 

b Operaty) 

compkinfas With an attendance of 150, the sales 
‘make ayfi™pngress of the Omaha Life Underwrit- 
> oS WW; Association Feb. 24 was a pro- 
leat punced success. With only an after- 


pon and evening program the meeting 
- as concentrated and consequently of 
igh quality. 


| for James : 

Be) Opening addresses of welcome by 

ollector meresident A. B. Olsen and John M, 

en out #Billan, for the Chamber of Commerce, 
rights o ere responded to by Fred Williams 
alleged t : : : 

| 1920 ani f Lincoln with the New England Mu- 

| and pe-fmmual Life. A comprehensive plea for 

77,30, fooperation between life insurance sales- 
issued 2 


en and trust companies was presented 
y John A. Reynolds, vice-president of 
¢ Union Trust Company of Detroit. 
V. D. Bowles, sales manager at Des 
foines for the Phoenix Mutual Life, 
poke on “Service to policyholders.” 
The principal address was by National 
resident John W. Clegg and was es- 
pecially well received. While not arous- 
ng boisterous enthusiasm, his ideas were 
bf a kind to sink in and stay longer 
nd with more constructive effect than 
he usual talks at sales congresses. 

At the dinner session beside musical 
umbers another talk by President 
legg and an uplifting discourse by 
Rabbi Cohn of Omaha completed the 
ongress. 

After telling of the great work of the 
association, President John Clegg, of 
Philadelphia, said: 


Teo Much Stress on Volume 
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e Combi- 


r Too much stress has been placed on 
an 


volume. Volume has been a bugaboo. 
Bankers, manufacturers and merchants 
have to decide on a definite line of 
procedure to develop their business, 


ew You Im! 
so we must determine a definite line to 


Gener! 


accident Iie work along to develop ours. Most un- 
on at agt derwriters are producing business. No 
nsylvana Hi two alike, but we can learn the funda- 
r by the Mi mentals from one another. Success does 
rants 10 Be not come in this business any easier 
than in any cther, We sometimes want 
to grow too fast. I cannot tell you 
required how to produce a large volume of busi- 
san calls MB "€SS. Harry Rosen, the biggest personal 
 inden- producer, couldn’t tell you. The people 
e eighth who can tell best are the educators who 
ovides 24% don’t do any business at all. Insurance 
onth for literature is good. Psychology is good. 
ied. 2 READ, READ, READ. It is a mis- 
iy take to follow any one course, any one 
1 $10 teacher. If a teacher or an instructor 
bility . fan touch us so as to make us think or 
abl , mo think he has gone a very long 
rount First Policy $500 
income From th ‘ 
emplof be me e first I was a full time agent. 
 advar ine policy I wrote was $500 ordi- 
rsion OM 1 oy at an $11 premium, and it is 
fol are. At that time there was 
m - in — line of life insurance 
san ; ps. here was only one thing 
amp that r me and I borrowed $50 to get 
G. Hel pores t was “Sheldon’s correspondence 
ell, De ™ im scientific salesmanship.” 
commis wa dependent upon me a mother, a 
: Com We and child and another expected and 
~j ray an incentive to succeed. Most 


who have made any success have 








GATHERING STATISTICS | MERGER IS COMPLETE 


—_——— 


SECURE DATA ON DISABILITY | HOME OFFICE JACKSONVILLE 


Actuaries Are Calling on a Number of 
Companies for Their Experience 
Since Using Clause 


Much interest is being taken by life 


companies in the statistics that are being | 
| Casualty of Jacksonville, Ill, with the 


gathered by a committee of eastern ac- 
tuaries on total and permanent disabil- 
ity. The present reserves comprising 
Hunter’s tables, were based on the ex- 
perience of fraternals. The Manchester 
Unity of England had compiled consid- 
erable experience, and there were some 
fraternals in this country that had been 
having a provision of this nature in their 
contract for quite a while. The reserves 
now used however are not considered 
sufficient for the more liberal disability 
provision, especially those having the 
90 day waiting period. The table on 
which the present reserves were based 
did not have such an experience. 

It is a question with actuaries whether 
the rates and reserves on some clauses 
are sufficient. The pooling of the ex- 
perience on disability will be of value, as 
it will be more comprehensive than any- 
thing that has been gathered. 


been loaded with responsibility. Six- 
teen years ago this book of Sheldon’s 
was the only thing open to help us in 
this great work of ours. I think my 
greatest help was my ability to read and 
to influence my fellow men. Of course 
we must have insurance knowledge. 
Now we have university courses, in- 
numerable books on various phases of 
insurance salesmanship and sales psy- 
chology. On top of this we have insur- 
ance journals and periodicals, full of 
interesting suggestions and information 
for your and my development, a verita- 
ble clearing house from the best minds 
from all over the country. I believe you 
and I take careful note of our com- 
pany’s constructive literature and every- 
thing that emanates from the home of- 
fice. Many of our officers have not been 
out in the field and don’t know what we 
have to contend with. We ought to 
take the good things they send out and 
discard what is not good. 


Must Be Fitted to Serve 





If we want the public to accept life 
insurance service we must be fitted to 
serve. Unless we are fitted to render 
real service we cannot expect to be 
recognized, and we cannot be fitted 
except by hard work. We should be 
just as big as the leading lawyer, the 
leading doctor, minister or business man. 
How many big lawyers, doctors or 
business men have you? Mighty few. 
Those few have been willing to pay the 
price. How many leading underwriters 
have you in Lincoln, in Omaha, in New 
York City, in Philadelphia? Few, there 
are, indeed. 

Someone may ask why is that man 
just an underwriter, not a manager, a 
general agent or an official. At the 
present time I would rather be an un- 
derwriter. I have no loss and no one 
to control me, no one to control. If I 
were an official there would be pressure 
from trustees, from clerks and pressure 
and demands from agents. Why not a 
general agent? If I were a general 
agent I’d go out and write all the busi- 
ness I could and hire someone to run 
the office. Then I’d be an underwriter 
at a general agent’s commission. I 
don’t see how a man capable of writing 
a million a year can afford to be a 
general agent. 

Then your renewal interest—is the 
sweetest thing in the world—I couldn't 
have accepted this job if I had not had 
fifteen years of production paying me 
renewals, 

Big Figures 


Then for the underwriter the field is 
so limitless. A young man starting in 
life insurance thinks every one is in- 


| States 


American Bankers Joins With Clover- 
leaf—Officers of Latter in Charge 
at Jacksonville 


The merger of the Cloverleaf Life and 


JACKSONVILLE, ILL., Mar. 4.— 


American Bankers of Chicago became 
effective at midnight Feb. 28. The deal 
affects about 1,800 agents in thirty-four 
and about 200 home office em- 
ployes. 

The merged company called the Amer- 
ican Bankers will have assets of $3,500,- 
000 approximately $33,000,000 of life 
insurance in force and an annual prem- 
ium income of about $2,250,000. 

The companies have been under the 
same management for some time and 
the merger was long anticipated. 

The officers of the merged company 
will be: H. H. Rowe, president; W. C. 
Bradish, vice-president; J. E. Higson, 
vice-president and actuary; H. W. Snell, 


| vice-president and medical director; C. 


| claim 


| want contracts 


Y. Rowe, vice-president and treasurer; 
L. H. Clampit, second vice-president 
and associate medical director; A. E. 
Hiemann, second vice-president and 
auditor; E. L. Kinney, second 
vice-president and auditor; H. P. Sam- 
uell, general counsel, and R. Y. Rowe, 
secretary. 


Both companies held valuable office 
buildings. The American Bankers owns 
its home office at 43-45 East Ohio 


street, Chicago, while the Clover Leaf 
had a large office building in Jackson- 
ville. The executive and home offices 
of the company will be maintained in 
Jacksonville while the Chicago office 
will be in charge of an assistant treas- 
urer and competent staff. 


sured. This is because we are small, 


we think in small terms, work in a 
small way. How can we do big things 
if we are little? The income of the 


people of the United States is accurately 
estimated at $60,000,000,000. On a 
basis of 4 per cent this represents a 
value of $1,500,000,000,000 of capital 
investment in human life. And this is 
only insured for a little over $60,- 
000,000,000. The field is limitless. If 
we would fill our mission we should 
not ask a man how much insurance he 
wants or what kind. Would you tell a 
lawyer the advice you wanted him to 
give you? Would you tell a doctor what 
he should prescribe for you? Then we 
should direct the amount and kind, 

I picture our job, our responsibility, 
to lead. Let the prospect do the talk- 
ing, lead him and make suggestions, but 
we must perfect the science to get away 
and not let an interview drift into a 
pleasant call. We must attract, interest, 
create a desire and have him make a 
decision. 


Hopes All Will Be Acceptable 


I want the day to come when life 
insurance companies cannot refuse any 
man insurance. I want the day to come 
when we are going to make the man 
himself refuse the insurance. We do not 
nor procedure by any 
of the companies that will drive us apart. 
We want the best contract for the in- 
dustrial needs of America. 

I never carry a rate book, literature 
or applications. We are not selling 
figures and what you have in your 
pocket you're not apt to have in your 
head and if you don’t have it in your 
head you don’t have it when you need it. 
If I need to mention cost I can say, 3 
per cent, perhaps more or less. Life 
insurance is the only system in the 
realm of finance where you can create 
an estate on so low an investment. How 
can I influence you unless I picture to 
you your advantage. I don’t sell, you 
buy. When we have them buying the 

(CONTINUED ON PAGE 26) 








PITHY COMMENT MADE 
IN DETROIT ADDRESS 








President Clegg of the National 
Association of Life Underwriters 
in Practical Vein 


OBSERVATIONS ARE MADE 


Tells What the Relationship of Agents 
Should Be to the Clients They 
Represent 





By GEORGE BROWN 

“T have been introduced to you as a 
representative of the Penn Mutual. I 
don't the Penn Mutual or 
any other life company. I represent my 
In the placing of their insur- 
ance, the Mutual my first 
choice.” 

That is one of several startling state- 
ments John William Clegg, president of 
the National Association of Life Under- 
writers, made to the Detroit life agents 
at their monthly meeting. 


‘represent’ 


clients. 


Penn is 





JOHN WILLIAM CLEGG 
President National Life Underwriters 
Association 


“Bill” Clegg, as he apparently likes 
to be called, judging by the way in 
which he referred to himself in some of 
his personal experience stories, is not 
an orator. He doesn’t even make a 
“speech” and you couldn’t very well 
class his talk as an “address.” He just 
stands in the one spot at the speaker's 
table and talks, just talks, about as ideas 
come to him, something like the old 
Chauncey Depew “that reminds me.” 


Clege Much Quoted 


I never knew a man yet who hated to 
see himself quoted in a newspaper or in 
his trade paper, unless it was about 
something he wished to conceal—his 
part in some crime, some unsavory po- 
litical scheme, some crooked deal. We 
all like a bit of favorable publicity, even 
if it only about friend wife’s pet 
poodle or daughter’s graduation exer- 
cises. “Bill” Clegg has been getting a 
lot of space in the insurance papers since 
he began his swing around the circle of 
local associations, so there is little left 
to report as to his talks without tire- 
some repetition. 

But there were points in Clegg’s talk 
to the Detroit insurance men that may 
well be brought to the attention of the 
readers of THe Nationa UNDERWRITER. 
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Not the least of which is the one con- 
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tained in the opening paragraph of this 
sketch: 

“I don’t ‘represent’ the Penn Mutual; 
I represent my clients.” 


Developing Into a Science 


Life insurance is developing into a 
science, profession, calling, business, 
occupation, whatever you please to call 
it, that is bigger than any company. 
The man who sells life insurance ia a 
bigger man than any mere president or 
dictator or actuary or medical examiner. 

As Mr. Clegg said, when referring to 
insurance men and women as a political 
power: “Legislators don’t think much 
of company officials, but they do think 
a heap of you and me who sell the in- 
surance,” 


Methods Are Compared 


Comparing the methods of today with 
those of his early experience, he said: 

“Yesterday was one of my birthdays 
—34 years since I became a life insur- 
ance man. In those days broken down 
ministers, doctors who hadn’t made 
good, all kinds of failures, walked into 
an insurance office and asked for a job 
of selling. The manager gave them a 
rate book, patted them on the head, said 
‘God bless you!’ and sent them out to 











CLEGG’S PITHY POINTS 


I don’t ‘represent’ a company; 
I ‘represent’ my clients.] 

[Legislators don’t think much 
of company officials but they do 
think a heap of you and i | 

[In this day we must not only 
know our own business but every 
other man’s business.] 


[The more we carry in our 
peseete, the less we carry in our 

ads. Fat brief cases, 
wallets, stuffed pockets, dog eared 
rate books, don’t sell insurance.] 

There is no mention of life 


values in any text book in our 
schools or colleges. ] 
Eighty percent of property 
ues is insured, only 5 percent 
of life values.] 


[The average term of life con- 





tracts is only seven years.] 


[Less than 10 of our seven 
hundred and fifty billion dollars of 
life values is insured.] 











sell. The salesman called on people, 
told them what he had—whole life, lim- 
ited payment, endowment, and let it go 
at that. In this day we must not only 
know our own business but every other 
man’s business. 


Should Be Counselors 


“We should regard ourselves as ‘coun- 
selors’ but to qualify for such a respon- 
sibility as that we must prepare our- 
selves. How much do we know about 
business insurance, partnerships, corpor- 
ation management, inheritance taxes, 
philanthropic bequests? 

“All this takes study. We must know 
all about the business of insurance but 


we must know all about the other man’s | 


business, too. There is no other plan in 
the realm of finance by which an estate 
can be immediately created. We must 
know how to prove it.” 

There is nothing particularly new in 
these thoughts but it is necessary to 
bring them out so as to emphasize Mr. 
Clegg’s enlarging of them. 


Four Classes of Agents 


For instance, his sarcastic reference to 
the hobby of many men in the business 
to set themselves in one of four classes: 
First, the man who lugs around a fat 
brief case stuffed with all kinds of in- 
surance truck; second, the man who pre- 
fers a bulging wallet with a hroad rub- 


ber band to hold the ‘literature’ in; third, ’ 


the man who fills his pockets to over- 
flowing with the same kind of “ammu- 
nition” and, lastly, the man who equips 
himself only with a rate book which, in 








time, becomes dog-eared on the corners 
and finger-marked in its pages. 

“The more we carry in our pockets, 
the less we carry in our heads” was the 
pithy and biting moral he deducted from 
his picture of fat brief cases, bulging 
wallets, stuffed pockets and dog-eared 
rate books. That the shot went to the 
mark was proven by the audible repeti- 
tion by several of the audience including 
a couple of saleswomen: 

“The more we carry in our pockets 
the less we carry in our heads.” 


Instruction in Life Values 


Discussing the peculiar characteristic 
of men and women to neglect the pur-, 
chase of life insurance until it was 
brought to theny, he found a cause for 
this in the failure of our educators to 
instruct their pupils in life values. 

“Dr. Huebner went into this phase of 
insurance so exhaustively,” he _ said, 
“that he found no mention of life values 
in any of the text books on economics 
in any school or college. He is now pre- 
paring a series of eight which we are 
taking steps to have introduced into edu- 
cational programs. Property values have 
been quite fully dealt with and the re- 
sults of education are proven by the 
fact that 80 percent of such values are 
insured while, on the other hand, 
through lack of education, 5 percent or 
less of life values are covered. And a 
more serious situation is that the aver- 
age term of life contracts is only seven 
years, 

Life and Property Values 


“Life values are eight times greater 
than property values in this country, 
aggregating seven hundred and fifty 
billion dollars, and we have less than 
10 percent of the $750,000,000,000 in- 
sured. 

“This business of ours calls for the 
biggest men we have in the country, 
yet we are working on a narrow gauge 
basis. You must broaden out. You 
must study. Today, there is no trade, 
business or profession which has a bet- 
ter or more instructive, more educating 
literature than ours. You must prepare 
yourselves. Most men don’t measure up 
to their calling. You must. No one can 
keep a man down but himself.” 

President Clegg took the opportunity, 
hardly available to a member of the as- 
sociation itself, to criticize its attitude 
as to annual dues. While other associa- 
tions throughout the country have 
handled the situation with “shirt sleeve 
diplomacy” Detroit has shilly shallied 
over it for a couple of years. 

“What are your dues?” 
President Baldwin. 

“Ten dollars,” Mr. Baldwin replied, 
“and we throw in eight dinners.” 

“Eight dinners!” exclaimed Clegg. 
“Don’t they pay for their dinners?” 

“No so you'd notice it.” 

“And you pay $3 per member to the 
National association! They pay $10 
dues and they get eight dinners, mem- 
bership in your local association, mem- 
bership in the National association and 
the “Association News,” which costs $3 
a year for production and mailing! You 
must be some financiers! How do you 
meet your other expenses?” 

“We don’t,” was Mr. Baldwin’s quiet 
reply. 


he asked 


Guardian Having Good Year 


The submitted business of the Guard- 
ian life for the first 24 days of Febru- 
ary showed an increase of 58 percent 
over that of the same period of last 
year. In January the paid for business 
showed an increase over the same 
month of the preceding year of 27 per- 


| cent making it the largest January in 


the history of the company. December 
was also the largest December in the 
history and with the exception of 1920, 
November was the largest November. 
1924 also had the biggest October in 
the Company’s history. 


The Peoria, Ill., agency of the Mutual 
Benefit Life Insurance company enter- 
tained 50 agents at the annual meeting 
under direction of W. S. Cochrane, general 


agent. Oliver Thurman, 
superintendent of agencies; 
scher, Peoria, 


Newark, N. J., 
Chester 0O. 
general agent for the 





| Massachusetts Mutual Life, were speakers, 


BIG NEWSPAPER DEAL 
FEDERAL’S TRIBUNE CONTRACT 


Policy With Maximum Indemnity of 
$7,500 Issued to Readers for $1— 
Need Not Subscribe 


The Federal Life of Chicago has en- 
tered into an agreement with the Chi- 
cago “Tribune” to supply its readers 
with a travel and street accident policy, 
for an annual premium of $1. The pol- 
icy is more liberal than usually issued 
through newspapers and its chief dis- 
tinction is that the purchaser of the 
policy need not become a subscriber to 
the “Tribune” in order to obtain the 
insurance. All that is necessary to ob- 
tain a policy is to send in a coupon from 
an advertisement and a dollar along with 
it. 

This is not the Federal Life’s first 
venture in newspaper accident insur- 
ance, as a regular department is main- 
tained, established 4 months ago, which 
has written a number of other contracts. 
However, the “Tribune” policy is a spe- 
cial one, of unusual liberality. 


Indemnity or Wrecking of Vehicle 


The maximum indemnity is $7,500, 
which is payable for loss of lite or two 
members, sustained in the wrecking or 
disablement of any passenger vehicle or 
passenger car, operated by a common 
carrier. 

Loss of one hand, foot or eye under 
similar circumstances draws $3,750. 
This includes passengers or employes 
on street cars, elevated trains, public 
busses, taxicabs, railroad cars, steam- 
boats or public elevators, excluding only 
those working in mines, and employes 
of steam railroads and steamboats while 
on duty. 

Private Car Injuries 


If the loss is sustained in the wreck- | 


ing or disablement of any vehicle or car 
operated by any private carrier or pri- 
vate person, in which the assured is 
riding, or if he is accidentally thrown 


therefrom the indemnity is $2,000 for | 


loss of life or loss of two members and 
$1,000 for loss of one hand, foot or eye. 
An unusual feature in both cases is 
the payment of weekly indemnity for 
loss of time of $10 a week for 50 con- 
secutive weeks. ‘ 
Street Accident Clause 


The policy also covers accident sus- 
tained by the assured by being struck 
or run over by any public or private 
vehicle or by being struck by lightning, 
cyclone or tornado. In this case the 
death indemnity is $1,000, and the 
weekly indemnity is again $10, This 


section of the policy includes the burn- | 


ing building and public beach drowning 
hazards. 

The unusual features of the contract 
are, first, the size of the maximum in- 
demnity; second, the payment cf weekly 
indemnity; third, the fact that it is not 
necessary to subscribe to the paper. 

The Federal Life put through a news- 
paper contract with the Atlanta “Jour- 
nal” just last week. Its newspaper 
department was established about four 
months ago under supervision of Oscar 
Steinkemper. The “Tribune” deal was 
handled both by Mr. Steinkemper and 
V. E. Brimstin, secretary of the com- 
pany, who conducted the chief negotia- 
tions. 

Biggest Newspaper Contract 

This is undoubtedly the biggest news- 

paper accident insurance contract ever 


consummated. The policy states that 
the insurance is given in consideration 


of the registration fee of $1 paid by the | 


insured and other good and valuable 
consideration paid by the 
Company. 


by the newspaper. 

Secretary Brimstin of the Federal is 
a friend of Business Manager Thom- 
ason of the “Tribune.” They play golf 





| modes 





| Federal Life building and starting © oe 
| day morning a corps of girls = a 


“Tribune” | 
It is understood that much | 
of the overhead expense is being met | 


McNAMARA IN A T 


SPEAKS AT PHILADELPy 


—_— 


New York City General Agent 
Inspiring Address Before the 
Rate Book Men 


PHILADELPHIA, PA., March ;, 
“The Three Necessary Attitudes for 
Life Underwriter” were set forth by] 
C. McNamara, Guardian Life geng 
agent for metropolitan New York, 
the February meeting of the, Berlet Py 
adelphia agency here. 

The three attitudes which are ay 
lutely essential to a permanent suceg 
according to the speaker, are: First, 
titude’ towards the profession; seco 
attitude towards the company and th 
attitude toward self. 


Attitude Toward the Profession 


Under “Attitude Towards the Proig 
sion,” Mr. McNamara spoke in hig 
praise of the Rockefeller, Carnegie, Gy 
genheim and other foundations and 
dowments, particularly those whit 
established orphan asylums and & 
folks’ homes. .“However, I am of t® 
profound belief,” he said, “that the lt 
underwriter who keeps orphans out ¢ 
asylums and widows out of old fol 
homes is rendering a far greater servi 
to humanity in a directly practical wy 
than are our multi-millionaires. Get ths 
attitude towards the good you can # 
others and there can be no doubt tht 
you are well advanced toward an ult 
mate success.” 

Attitude Toward Company 


Concerning “Attitude Towards tk 
Company,” Mr. McNamara suggested: 
careful study of the policy contract 
of settlement, interest factor, 
contracts, dividend extension privileges 
etc., in order that the underwriter my 
truly represent his company in the & 
thusiastic way which follows a conscitt 
tious conclusion that there is no bette 
company than the one represented. 

But above all, stressed the speake, 
comes “Attitude Towards Self.” Grantel 
that you know all about life underwtt 
ing, all about your company, you Gt 
not be successful unless you becom 
truly master of self. The ability to make 
one’s self do the intelligent thing at the 
right time has developed more sales and 
more satisfied clients than a knowledg 
of company contracts, or underwriting 

E. Berlet, Philadelphia gener 
agent of Guardian Life, is introducing 
his New York colleague referred to hs 
careful study of longevity and life uw 
derwriting. During the course of his tt 
marks Mr. McNamara was warm : 
praise of the low mortality ni Philadel- 
phia due to the forward work of Dr 
Wilmer Krusen, who has been director 
of the public health in that city for 2 
number of years. 











together at the Beverly Hills cours 
Mr. Brimstin put this matter up belor 
Mr. Thomason a number of times oy 
finally it was accepted. Undoubtedly 
the “Tribune” adopted this policy _ 
competitive one because the — 
papers in Chicago have been rot 
an accident policy department, althous® 
one had to be a subscriber to st! 
policy. 
Tribune Pays Expenses , 
The “Tribune” rented space ™ = 


to work to make the records an¢ P° 

The “Tribune” is P# 

of getting the ap- 
olicies. 


out the policies. 


mission on the business. 
stood that the “Tribune 
the renewal notices. 


| telephone operator has 


answering inquiries. 
get agency contracts an 
life insurance. 
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HOW A MAN FROM ARKANSAS 
LOOKS ON NEW YORK CITY 


























AMICABLE 
LIFE INSURANCE 
COMPANY 


¢ UST be yourself. Be natural.” 
To life insurance men entering 

J for the first time into their voca- 
on as it is played in a_ great metropo- 
Hugh D. Hart, of Hart & Eubank, 
ew York City managers for the Aetna 
fe gives this sound bit of advice. He 
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forth by [Made the statement when he arrived in 

-ll€ geniiDenver to address the sales congress of 

w York, e Colorado Association of Life Un- 

Berlet Pi rwriters. ¥ et 

Last September, following a_ brilliant WACO TEXAS 

h are a cord as general agent for his com- 

ent suces ny in Arkansas, he entered New York _ ae 

e: First, ity with his partner, Gerald A. Eu- 

=; snk, matching wits and ability against 





y and thine veteran life men of the biggest city 
the country. Hart & Eubank today 


re doing a four million a month busi- 











The Amicable Life is particularly proud of 











somes Babess. Their company claims, the record the financial statement it furnishes, as of 
the Proisiiiiet New York City business for the last ” 
ke in higgmmour months of 1924. December 31, 1924. Its insurance in force 
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Human Nature Always the Same 


“Our theory,” Mr. Hart continued, “is 
at human nature is the same every- 











is now $34,701,035, representing a gain of 
$6,019,388, or 21 percent during the year. 














am of timiwhere. But one of the disadvantages of . : . 
hat the Mig city life is a tendency to become That the business renewed fairly well is seen 
Jans out diveneered with an_ artificiality which ° 

old fol fMMtends to destroy the naturalness im a by the fact that new insurance last year 
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an, or at least to conceal it. 

“In the south and west, and partic- 
larly in the more provincial centers, 
en retain their naturalness. They pre- 


amounted to $10,039,677, a gain of 17.3 per- 
cent over 1923. The Amicable Life agents 









HUGH D. HART 







Of Hart & Eubank, New York Managers 
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serve the qualities of their personality 
rithout the intrusion of a sort of super- 
ficial glamour which unconsciously and 
imperceptibly seems to grow up around 


Aetna Life 


the rest of the United States is con- 
cerned. A New York man whom I re- 


sell insurance that insures. It is seeking 
permanent policyholders. 


any - > ge ; 
— the resident of long standing in a great voy oP sommes of oes ~~ said 

, city. Particularly does this unfortunate | he had been west. “Been as far west as ° 
uggested (MM codition seem to apply to the city man | Buffalo,’ he put it proudly. Its assets are now $5,669,870.05, a gain of 
contracts BP who is vested with some measure of au- “I won’t say this case is typical. I The 






st factors 













thority 






can only say that his case is hopeless. 





10.4 percent over the preceding year. 


privileges Dealing With Producers “New York is made up very largely : : *.8 

its 281M 74 business of conducting a general | Of Main St. boys from provincial cen assets are all invested in first class securities. 
Mmeagency for life companies rests to a/| ters throughout the country—boys who - . . 

Ons I Te or at cient am the “ability of { have gone there, pierced its veil of bluff, The values listed are all conservative. 

ated the general agent to deal successfully | accepted its challenge, hurdled its ob- 


e speaker, 
.” Granted 















with the men who produce the business. 
“It is one of the attributes of human 
nature that the artificial in personality 


stacles and have sprung into the saddle 
of prominence and power, largely by 
being natural. 











The total premium income has now reached 
$1,031,267.77 again of 19.4 percent over 1923. 








underwrit ; 
‘ou cat ee Makes but slight appeal. The natural, Naturalness Will Count . . : 
By h on the contrary, gives to a personality | “y , ‘ t —~ The total income 1S $1,547,045 .74, gain 16.8 
y to make both vigor and charm. To act natural = a oa me sta City, 
ing at the with men, to be simply yourself, to in- - 7 sy to ar ae gl ea = id percent. 
ans cent oe eae eens os ane. rae of the ‘qupeiiion that if 2 aan 
r ner and ft diality irit— oy — 3 . ‘ : . P ° . 
nw er attriecee cee anty , OF Spirit—these | will only be natural in New York City Since the Amicable Life was organized it 
lerwriting i s that are indispensable to| 1. will find a reception for his ideas 
a gener ti rincial - . . j j 
ee “Why should as aut te cael ae ond methods that will carry him far- has paid to policyholders, $2, 197,093. 
“ed to his Me 28Set in a great metropolis? Wales Santen We Saas ron Mag a. 
*f >. e 1 . . . . 
Ben Must Have Sincere Interest paying pPeym to New York, that its The capital of the A mic a bl e ae 1 fe 1S 
: “The brilliant general agent wl at- | appraisal of a man and his worth is in : 
Philadel een te his manner the agents with | the ~ run both very fair and very | $820,000, and net surplus, $820,635.17, making 
k of Dr. @ Whom he comes in contact; whose bar- | Correct. es > , 
tT ver ok nesceee ad ee ieee ar | Be yourself in New York City and a total surplus for protection of policyholders, 
ity for hedge him about as did a coat of mail | You have a fighting chance; attempt to $1 640 635 17 
the nights of old, presents an impen- | be otherwise, and you're lost. ? ’ “'s 
ttrable armour which repels. The less | egaaeareremmes 
—— fp ilizst general agent with a natura Entering More States This company now has $1,000,000 de- 
s cours courtesy and sincere interest in the other | . : : . ° 
1p before on a graciousness of contact has gy Be on nage Reed =i ae posited with the state treasurer of Texas, for 
imes an lar better chance of drawi men t ” - . : os . z . ails. a 
Joubtedly FF him, of inducing loyalty and of exciting aes & is tee te the protection of its policyholders. This is 
icy as 2 eir ias i is : a oe : — 
Fert I pany. “OF im and his com- | nojs, Missouri, Iowa, Minnesota, Indiana, the largest capital deposit ever made in Texas 
running “This is the philosophy that we faave | Mictigen an@ Texas. The company is 
althoug? ‘elt was applicable to our force in New | making fine headway and is writing a : : : 
fo get 2 — Sometimes we of the south and | ee iidine _ Speinateld oy 7 The Amicable Life operates In Texas. It 
West have felt that New York Ci I ey : 
monopoly on whe hi A AN | the most tasty structures in the city. It knows the state well. It renders the finest 
methods of tt , To } |= ov ’ . ° . 
in th BE ieved that when in, New Yok Cho cos! whose business was transferred to the service to agents and policyholders. Business 
ng Mor should subme his m 3 } ©Pr e ue. ° » ° a 
was pit I the surface of the ideas of metropolitan. _ eevee in Texas is on the upgrade. It is a splendid 
ae A cater ret, his Personality to be emas- eee ee oe field in which to work 
bays ee? ae - aw, Soe. | The members of the board of trustees ‘ 
es, ine New York methods Should hold d a | r agg rengey of hey tity F f h i | 
ny com ance over southern or w ws se | derwriters will meet in New York City or turther particu ars address A. R. 
ander “ te ng ‘ a methods. | March 9, in conjunction with the sales " 
endo ME learn a great deaths, Westerner can | congress to be held by the New York Wilson, President and Actuary, at the Head 
ral Life but don't fa ea —— the New Yorker, | association. The members of the board 
ot bust emo ey, 0 ‘ a New Yorkers can who will attend are John W. Clegg, Office. 
od up 0 HE westerners al irom southerners and | president; Graham C. Wells, chairman; 
@ about ‘The trouble ae te ae Edward A. Woods, J. Stanley Edwards, 
that they are to om ew orkers is| A. O. Eliason and E. B. Hamlin and 
© provincial so far as' Robert L. Jones, treasurer. 
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We Want General Agents 


im 


Michigan Maryland 


Illinois West Virginia 
Indiana District of 
Pennsylvartia Columbia 


NOW! 


Make More Money 


with The Midland Mutual by building a 
clientele that will stick with you, be- 
cause: 





The cost is very low. 
The service is the best. 


OPPORTUNITY AWAITS 
you if you live in the territory named 
above and have the ability to write per- 


sonal business while building an agency 
for yourself and 


THE 
Midland Mutual Life 


Insurance Company 
Columbus, Ohio 


“Its Performances Exceed Its Promises” 

















H. A. HOPF 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory. Work for 
Insurance Companies : 
Organization Equipment Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 








AETNA LIFE ANNOUNCEMENT 

Some of the Details of the New Plan 

Are Related by Vice-President 
Luther 


The Aetna Life, through Vice-Presi- 
dent Kendrick A. Luther, announces 
that beginning March 1 its agents were 
authorized to write life insurance on a 


salary budget plan. This plan, is a 
slightly different form, has been tried 
out by other companies under such 


names as “Payroll Deduction” and “Sal- 
ary Savings,” and has proved eminently 
satisfactory both to the insurance car- 
riers and to the wage earners for whom 
it is intended. 

In a letter to general agents Mr. 
Luther explains that the salary budget 
plan is designed to encourage employes 
to carry life insurance more adequate 
to their needs. Employes pay the whole 
of the premium themselves, but their 
employer makes it a little easier for 
they by agreeing to deduct the premium 
for their pay checks each month. 


Confined to Employes 


The plan will be confined to the em- 
ployes of an employer. A policy issued 
on the life of an employe before the 
installation of the salary budget plan 
may be changed and included in that 
plan if desired. Policies will be issued 
upon any of the company’s regular 
forms, both participating and non-par- 
ticipating. Double indemnity and Dis- 
ability 3 or Disability 4 may be included 
under the regular rules. 

The rate charged will be the regular 
monthly one for the classification to 
which the individual belongs. The 
Aetna Life’s rule as regards a $5 pre- 
mium will not apply, and no policy will 
be issued for less than $1,000, nor will 
any policy be written which bears a 
monthly premium of less than $1. 


Comment on Medical Examination 


Applications may be submitted on 
special forms without medical examina- 
tion, and policies will be issued without 
medical examination in cases where all 
information in the hands of the home 
office indicates that the risk is standard. 
Amplifying this provision, Mr. Luther 


says: a 
“It must be distinctly understood, 
however, that the same standards of 


selection will apply on policies issued 
upon the salary budget plan as upon 
policies issued in the regular way. The 
company will exercise the right to re- 
ject any applications or to call for full 
medical examination where the infor- 
mation at the home office seems to make 
that desirable. In other words, there is 
no undertaking on the part of the com- 
pany to accept a group of lives without 
medical examination on salary budget 
plan as a group. Each life wil! be un- 
derwritten individually. In addition to 
this, a full medical examination will be 
required in all cases where the apnli- 
cant is over the insuring age of 55.” 


Ten Lives Is Basia 


Any number of lives, from one up- 
wards, may be accepted, irrespective of 
the number of eligible employes, but if, 
at the outset, applications are submitted 
in any case for less than 10 lives, full 
examination will be required. After 10 
lives have been insured in such a case, 
examination thereafter will be waived 
subject to the restrictions previously 
outlined. 


Maximum Amount of Insurance 


The maximum amount of insurance 
for any individual without medical ex- 
amination will be one-fourth of the total 
insurance taken out in the case, and 
not more than $10,000 in any event. 
Higher amounts will be issued to an 
individual, but only upon a full medical 
examination. Also, the fact that a pol- 
icyholder has taken out $10,000 without 





SALARY BUDGET POLICY 





March ¢ } 
FOR LAW ENFORCEM 
FIRST PRUDENTIAL MEET 


fice Auditorium Hears Address ly 
President Duffield 


NEWARK, N. J., Mar. 4.—Car 
out the suggestion made by Presg 
E. D. Duffield of the Prudential, x 
gathering of its leading field manag 
here last month, that each manager; 
superintendent the country over hol 
public meeting in February at whic 
necessity of showing greater respect; 
the laws of the land would be stresg 
such gatherings have already been ly 
at many of the cities both east and we 
and others are scheduled to take pl 
during the next few days. 

Attendance 800 

A gathering was held at the hog 
office Feb. 19. Nearly 800 employ 
crowded the auditorium to participated 
the patriotic exercises which had ber 
arranged under the leadership of F. 
Yeomans, director of entertainment, a 
the leader of its own orchestra 

After the National anthem was sm 
and patriotic airs were rendered by t® 
orchestra, Frresident Duffield gave a 
earnest and inspiring address on the day 
of each American citizen to prove him 
self or herself worthy the sacrifices ¢ 
the fathers. The founders of the w 
public, he declared, were not actuated 
a desire to establish a particular fom 
of government here, but rather to mae 
tain inviolate the right of every iné 
vidual to enjoy “the blessings of life, ib 
erty and the pursuit of happiness.” 

Individual Duty 


The upholding of the principles i# 
which Washington and Lincoln and th 
millions of men under their respectit 
commands contended so valiantly in th 
trying days of the past, Mr. Duffield a 
serted, was an individual and not a co 
lective duty, which it behooves ever 
one to observe carefully if this gover 
ment of ours is not to “perish from tht 
face of the earth.” 


CANNOT TAX LIFE RESERVES 


Circuit Court of Appeals Rules Thi 
Policy Funds Are Invested 
Capital 


PHILADELPHIA, PA., March 4 

The Circuit Court of Appeals at Phile 
delphia has ruled that reserve funds 
maintained by mutual life compamies " 
pay policies at maturity, are investet 
capital and therefore not subject to the 
war excess profits tax. This decision a 
firmed the judgment directing Charles 
V. Duffy, collector of internal revenve 
for the fifth New Jersey district to t& 
fund to the Mutual Benefit Life $83,7” 
war excess profits tax and he compelled 
the company to pay on a reserve fund ol 
$186,258,796 in 1917. 


plan for additional insurance tor © 
policyholders within two years of & 
amination will not disqualify him ' 
insurance without medical examinatie 
on the salary budget plan, but no om 
can be insured on this plan wer y" 
examination who is already insured t0 
the maximum amount of the compan” 
own retention. , 
Following the companys Oe ae 
regard to additional insurance !0r sae 
policyholders without medical exer! be 
tion, the only term policy that = 
issued on the salary budget plan Wi! A 
out medical examination will be ™ 
year term insurance. 


practice i 





‘ 0 
S. B. 136, giving a person the right ed 
dispose of life insurance by wit "Jengthy 
the North Dakota house after @ © ice 
argument. The majority of the ims.) 
commission had recommended the 




















| medical examination under the Aetna’s 





indefinite postponement. 
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nve 1 akes Active 
Part in Affairs of 
Public Interest | 


mOHN D. SAGE, president of the) 

Union Central, is not only very active 

the direction of his company, as the 

eduction records to date this year re- 
ct most creditably but he is very 
eply interested in civic affairs and is 
e of the most valuable citizens of Cin- 
nnati. He is a director and a leading 
pirit of the Business Men’s Club which 
pened its magnificent new club house 
hout a year ago. This project is a great 
edit to Cincinnati but at its present | 
age requires the most capable man- 


cement. It was felt that Mr. Sage’s 


sntribution in this direction would be a 
He is also a moving spirit in | 


al asset. 








ing 
the 

He carried half page 
in the two local newspapers and showed 
the rates of the 
opinions of life insurance furnished by 
| influential 


in 


A thermometer was placed on a busy 
corner and an indicator used to denote 
‘the progress of the campaign. 

Four signs were put at the busiest 
The signs read: “Texas,| 
Must Beat Arkansas,” for that was Mr. | 
Peck’s slogan throughout the drive. 

He worked 18 hours a day during that 


tra 


LIFE INSURANCE EDITION 


9 








| names, the best prospects and to each 


he mailed a letter, one Jan. 8, announc- | and I 
22 and | hitting the ball again. 


the campaign, another on Jan. 
last Feb. 2. 


company 


men. He even ran 
the moving picture theatres. 


fic corners. 


advertisements | [Ot Ww 


as well as 


drive. Sometimes he worked all night 
and rested a while in the morning before 


Peck made it clear that he did 
ant the policy just to help him 
| beat a record. He did not refer to the 
| contest unless the applicant wanted to 


But 


| put off taking out an application at a | 


| date too late to be entered in the cam- 
| paign. 


Mr. Peck is 29 years old, is married | 


and served in the World War as first 
lieutenant in infantry. He has been with 
| Amicable since Feb. 15, 1924. 

| 


Guardian Life’s Folder 


At its 


At. recent 
| the Guardian 


Life issued an attractive 


managers’ conference, | 


| : - rr 
|} and unique folder containing within one 


cover all of the many new forms, leaf- 

| lets, etc., together with carefully pre- 
| pared instruction sheets explaining the 
| use of various pamphlets in connection 
with agency meetings. The cover it- 
self was an artistic gray with a pocket 
on the inside of one cover for the 
| samples, and another on the inside of 
the other cover for the instruction sheets. 
The idea was to provide the agency 
helps, which were formerly distributed 
as rapidly as prepared, in one unit in 
|a most workable form for the conven- 
ience of the managers. It is one of the 
latest of the worthwhile helps that the 
agency force of the Guardian has re- 
| ceived from the home office. 














JOHN D. SAGE 
President Union Central Life 


the Cincinnati Chamber of Commerce. 
His church activities are well known. 
For a number of years he was superin- 
tendent of the Sunday School at the 
Mt. Auburn Baptist Church but because 
of the demands upon his time, has for 
the past two or three years contented 
himself with conducting the Men’s Bible 
Class. Many other civic and church in- 
terests claim a portion of his attention. 
Chairman of Charity Drive 

The latest service which Mr. Sage has 
agreed to perform is that of chairman 
of the Community Chest & Council of 
Social Agencies’ campaign for funds 
which will take place in April. The 
Cincinnati plan, which is well known 
throughout the country, is to raise the 
funds for the allied charitable organiza- 
tions during a two weeks’ drive. This 


year it is planned to raise about $2,000,- | 


0. As chairman of this committee, 
Mr. Sage will have direct charge of the 
teams, about 30 in number, which are 
composed of many workers. The Cin- 
cmnati citizens and press are loud in 
their appreciation of Mr. Sage’s unselfish 
interest. 


Texas Agent Makes 
Enviable Showing in 


“World’s Record Drive” | 


C. PECK, agent at Yoakum, Tex., 
*tor the Amicable Life has broken 
the world’s record for applications se- 
cured in one month set by Joe Tom Eu- 
— of Searcy, Ark., who piled up a to- 
al of 381 applications. He did not, how- 
— equal the record set by Harry Glatz 
or Jamestown, N. Y., who wrote 515 ap- 
plications in one month. Mr. Peck wrote 
plese cations, of which 402 were com- 
. ed with medical examinations be- 
een Jan. 12 and Feb. 11, 1925. The 

Policies totaled $439,750. 
mn Peck simply stirred the town of 
inet puhabitants to its foundations. 
€ selected a mailing list of 1600 
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HUMAN BEING INSURANCE—WEEKLY - MONTHLY - ANNUALLY 


Perfect 


»rsonal Protection 
Life - Health - Accident 


We require our General Agents to pay claims and issue policies. This means: 


SATISFACTION and SERVICE 
We know how to “Go and Grow.” Build—not for us—with us—for your- 
self. We are building permanently! Are you? Build our way—and it will 
stay! This is our Key to Success. The latch string is out. Come on along! 
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Illinois 
Indiana 
Ohio 
Michigan 
Kansas 
Iowa 
Nebraska 
Missouri 


Excellent Opportunities in Our Territory 


—‘*The Heart of America’”’ 


West Virginia New Jersey 
Texas 
California 
Arkansas 
Alabama 
Oklahoma 
Georgia 
Florida 


Wyoming 
North Carolina 
North Dakota 
New Mexico 
Colorado 


Tennessee 


Over Two and One-Half Millions in Premiums in Force! 


Kentucky 
Arizona 
Mississippi 
Delaware 
Maryland 
Dist. of Col. 


Louisiana 
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HOME OFFICE, LIFE DEPARTMENT, CHICAGO, ILL. 


The 


American Bankers Insurance Company 


FREDERICK H. ROWE, President 


€ 
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HOME OFFICE, CASUALTY DEPARTMENT, JACKSONVILLE, ILL. 
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Empire Mutual 


Life Insurance Company 
of the United States 


KANSAS CITY, MISSOURI 
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©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT *x° MONTHLY INCOME INSURANCE. 


Slate LATEST POLICIES AND AGENCY CONTRACT BUULSZ HE 
Openings Obie, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful bus- 
iness. It has passed through panics, pestilence amd wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to | 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 

















FOUR YEARS YOUNG 


Our Business in 1924 
a Gain 13+-% 
eee ee Gain 25+-% 


PRR eR Gain 14+-% 
Mortality $73,000 or... 66 % 


its 
oldies 
LY 4 
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We have paid to our Policyholders or 
their beneficiaries since our organization 
started—$202,476.15. 

SALESMEN WANTED 


Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas and Oklahoma. 


put wma) NATIONAL RESERVE 
— LIFE INS. CO. 


— a GEO. GODFREY MOORE, President 
Construction Topeka, Kansas 
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IS LOCATING IN TEXAS 


WITH CRAVENS, DARGAN & CO. 


Homer G. Hewitt Has Made a Good 
Record at the Home Office of 
Northwestern National 


Homer G. Hewitt, assistant superin- 
tendent of agents of the Northwestern 
National Life of Minneapolis, is resign- 
ing that position to become manager of 
the life department of Cravens, Dargan 
& Co., Houston, Tex., who are managers 
in that state for the company. Mr. 
Hewitt has impressed all with whom he 
has come in contact as being possessed 
of ability, energy and resourcefulness. 
The Cravens, Dargan & Co. agency is 
one of the largest in Texas, writing all 
classes of insurance. 

Mr. Hewitt is a graduate of the Uni- 
versity of Nebraska. He is 34 years of 
age and has had five years’ service in 
life’ insurance. He was field manager 
for H. O. Wilhelm & Co., who are state 
managers of the Northwestern National 
Life in Nebraska. He wrote $1,000,000 
while in this position. He has served 15 
months as assistant superintendent of 
agents at the head office. Mr. Hewitt 
has written two insurance plays, “The 
Greatest Thing in the World” and “Eve- 
ning at Fairview Farm.” 


MORTALITY DECR 


REPORT OF THE PRUDEN 


Reduction in Death Ratio Is Seen 7, 
Pneumonia, Influenza, Diphther, 
and Scarlet Fever 





































Further decreases in mortality dy 
pneumonia, influenza, diphtheria 
scarlet fever, compared with 1993 
disclosed in preliminary -statistica} 
terial derived from the 1924 rey 
of the Prudential. Influenza fatai 
among 18,000,000 Prudential policyty 
ers were, in fact, cut in half. 

During 1923 there were 7,055 dé 
claims on account of influenza, 
year the number was reduced to 34 

Pneumonia showed a greater re 
ance to the vigorous measures enjog 
to stamp it out. In 1923 deaths chap 
to it were 25,542; last year there w 
23,090. 

Among holders of industrial liie; 
surance policies alone, there were 
fewer deaths from diphtheria, compa 
with 1923 and 54 fewer from s 
fever. 

Since the epidemic outbreak of 1% 
however, influenza has caused 103, 
deaths among Prudential policyholien 
or about one in every 175. But six 
1919 pneumonia has claimed 105,365. 



















MARCH IS A GOOD MONTH FOR 
INHERITANCE TAX INSURANCE 





HE Equitable Life of New York 
T suggests that March is a mighty 

good month to talk inheritance tax 
insurance. It believes that life men can 
make a strong canvass for this class of 
business this month. In commenting 
on it, the Equitable says: 
“The meeting of the National Tax As- 
sociation and other conferences of sim- 
ilar character have helped to arouse the 
public’s interest in the subject of inher- 
itance taxation. As a result of this 
publicity it is to be hoped that certain 
existing evils in the present system will 
be remedied. At the same time, it is 
probable that much “water will flow un- 
der the bridge” before there is any 
diminution in the need for inheritance 
tax insurance. The need for ‘this in- 



























surance should be considered in the light 
of these two sets of facts: 
+ * * 


“At all times life is uncertain. 

“At the present time inheritance tax 
are certain. 

“Inheritance taxes take. funds from 
the estate. 

“Life insurance supplies funds for th 
estate. 

“The month of March is a particular 
good time to bring up the subject of» 
surance to cover inheritance taxes, 
cause the man who is making out bs 
income tax reports has a mental pictur 
of the make-up of his estate and car 
not fail to realize the probable diffics 
ties his executors will have in raisiig 
cash to meet the inheritance taxes @ 
his estate. 








John Hancock Shows 
Spirit That Governs 
The Life Companies 


OME of the Life Underwriters Asso- 
ciations have offered a prize for “Any 
act of self-sacrifice in connection with 
life insurance or its application to hu- 
man needs.” The John Hancock Mutual | 
“Signature” says in this connection: 
“The most striking case of sacrifice 
for life insurance which has come to our 
attention is the case of a woman whose 
husband was totally disabled and who 
toiled for some years to support her 
husband and children and pay the pre- 
miums on his life insurance policy in 
order that it might be kept in force for 
the protection of the family, and then 
found, through the discovery of a kind 
friend, that the policy contained a total 
disability clause. After her years of 
sacrifice she was made happy by the re- 
cepit of annual payments toward the sup- 
port of her husband and family and a 
continuance of the insurance without 
further payments. 

“But even better than this, the com- 
pany, without regard for the strict terms 
of the contract, dated the payment of 
the total disability benefits from the time 























the continued insurance without further 
payment. The company in this case wes 
not ours, but it is typical of what al 
good life companies would do unde 
similar circumstnaces. In fact, it § 
typical of what life insurance, as we 
derstand it today, is expected to do 
under all circumstances. 


Will Built Late in Year 


NASHVILLE, TENN., March — 
According to a statement made by Wi 
Harris, vice president of the Souther, 
work on the new $500,000 home will not 
begin until late in 1925. This 1s due . 
the fact that some of the tenants int 
three building section that the Southern 
bought, next to its old home office, “ 
leases that do not expire until Januar 
1. The purchase of the new building 
gives the Southern an 80 foot front set 
Eighth avenue, and which is 166 tet 
deep. 


Bankers Has Big Month 


DES MOINES, IOWA, March he 
The Bankers Life reports the re in 
February to have been the greates 
the history of the organization, wi 


: 14,500,000, an a 
total new business of $14,5 king daY 





the disability occurred, thus giving the | 











erage of $655,000 for each wo 
| of the month. 
woman who had made these sacrifices a | $3,600,000 better than the same 
nest egg in addition to the income and | last year. 


year was 


, this 
February ts 3 nth 
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TAX FACTS WITH A MONEY VALUE 
CONCERNING ONE’S SCHEDULE 
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AX laws with each passing year 
have become more liberal in their 
provisions with respect to insur- 
ce. One of the most important tax de- 
Jopments of recent months is a United 
ates Supreme Court decision on insur- 
ce proceeds. This ruling or decision 
rnishes to those in the insurance busi- 
ss another good argument in selling 
surance. ; 

The Supreme Court decided that pro- 
eds from insurance on the life of a 
prporation officer are on-his death not 
xable to the corporation under the 
b18 revenue act. Now, the 1918 tax law 
overs not only 1918 but 1919 and 1920 
; well. So it may be said that a great 
umber of corporations which paid a tax 
nder the 1918 act on the proceeds of 
fe insurance policies of their officers 
re now entitled to file claims for re- 
nd as a result of the Supreme Court 
lecision. 

Claim May Be Filed 









































Now, except where waivers have been 
led, 1918, is outlawed. However, where 
he taxpayer filed a waiver for 1918 by 
une 15, 1924 a claim for refund may be 
hled any time before April 1, 1925. 






‘outlawed.” A taxpayer has five years 
from the time the return was due for 
919 in which to file his claim, regard- 
Ness of whether he files waiver. The 
1919 return was due March 15, 1920. 
Five years from then is March 15, 1925, 
so the taxpayer would have to March 
15, 1925 to file his claim for refund or 
credit covering the year 1919. 

The year 1917 would probably not be 
affected by the Supreme Court's ruling. 
The wording of the tax law of 1917 is 
slightly different from that of 1918, so it 
is not likely that the government will 
consider itself bound by the decision for 
1917. 
















Comment on the Decision 


A few words now about the facts in 
the case of the Supreme Court decision. 
The concern mentioned in the court's 
ruling had been assessed taxes upon the 
proceeds of two policies paid to the cor- 
poration at the death of the insured 
person in 1918. The insured was presi- 
dent of the corporation. The Supreme 
Court decided that the provisions of the 
revenue act of 1918 were such as to spe- 
cifically exempt from taxation the pro- 
ceeds of life insurance upon the death 
of the insured regardless of whether the 
beneficiary is a corporation or individ- 
ual. Of course, the later tax laws of 
1921 and 1924 are so worded that no 
doubt can exist that proceeds to any 
beneficiary upon the death of the insured 
are non-taxable. 


When Proceeds Are Taxable 


Proceeds of policies which mature as 
endowments or are surrendered for their 
cash value during the life of the insured 
are handled differently. Proceeds of 
such policies, when received either by 
the insured or by his employer who is a 
beneficiary or assignee, or under condi- 
tions similar to those referred to in the 
court decision, would be taxable to the 
extent that they exceeded premiums paid 
mM previous years by the recipient. 


Use of Automobiles 


_ There is another bit of information of 
interest to insurance people. There are 
A number of people in the business 
oe ta their automobiles partly or en- 
7 ly tor business purposes. Although 
it om Many car owners do not know 
4 — of the expenses on an auto 
er vehicle used partly for business 
a is deductible on the tax re- 
ne f course, where cars are used 
the on in the business of the taxpayer, 
it ie penditures are all deductible. But, 
a € man who runs his machine 

Y on personal and partly on busi- 





Of course, the year 1919 is not yet | 


By W. B. SWINDELL, Jr. 
Archibald Harris & Co., Certified Public Accountants, Chicago. 


ness missions who is in doubt as to how 
to handle his outlay for tax purposes. 
A material saving in taxes is often pos- 
sible by giving the full details to the 
government. 

When Deduction Is Allowed 


In effect Uncle Sam says that the cost 
of gasoline, repairs and upkeep of an 
automobile used partly for business and 
partly for the pleasure or convenience 
of the taxpayer or his family may be 
apportioned according to the extent of 
the use in each case. Only the propor- 
tion of cost which is attributable to 
| business usage is deductible from the 
owner’s income as a necessary expense. 

Probably the best way to arrive at 
the amount deductible is to compare the 
number of hours the car is used for 
business with those it is used for per- 
| sonal purposes. Say that the machine 
{is run 16 hours a week. Four hours 
| are for personal use. Then only 12-16ths 
|or three-fourths of the insurance, repairs, 
| replacements, garage rent, maintenance, 
| depreciation, washing charges, gas, oil 
and other charges necessary to the main- 
tenance and upkeep of the automobile 
are deductible. 

Should Get Weekly Average 





Frequently a car is used more on cer- 
tain days than on others. It may on 
these days be used far into the eve- 
| ning. Those who work insurance, par- 
ticularly, do not “work by the sun.” It 
therefore, best to take a weekly av- 
erage of hours the machine is driven for 
| business and for personal purposes. This 
gives a more accurate percentage on 
which to base the deduction. In order 
| to prove to the income tax unit of the 
| Treasury that the deduction is justified, 
it is best to attach to the return a little 
schedule showing the days of the week 
j and opposite them the approximate num- 
| ber of hours each day the car is used for 
business and for personal errands. The 
total number of hours used for business 
| during the week is compared with the 
| number of hours of personal use and it 
is thus possible to show the government 
that the taxpayer is entitled to the de- 
| duction of a percentage of the expenses 
| of the car according to the ratio of busi- 
| ness to personal use. 


Speedometer Method 


1S, 


There is another way of determining 
| the extent a car is used for business and 
| for pleasure. It is known as the “speed- 
|ometer” method; keeping account, 
through the speedometer, of mileage on 
business errands and a separate record 
of miles traveled on personal trips. The 
relation of business mileage to the total 
miles run gives the percentage which 
may be applied against all expenditures 
of upkeep and maintenance in connec- 
tion with the car. 

However, anyone can see that the 
“hour per week” basis of figuring is pre- 
ferable in most cases. In using the 
speedometer a person is likely to run up 
business trips on his personal mileage 
before he realizes it, and vice versa. 
Then there is always the chance of los- 
ing the record of miles run in each case. 

A physician or other professional 
man, using his car partly for business, 
is entitled to deduct his expenditures in 
the same way. 


State and City License Fees 


A fact frequently overlooked by those 
owning cars is that state and city license 
fees are deductible. Everybody paying 
these fees may deduct them in full. The 
manufacturer’s tax paid when an auto- 
mobile is purchased is not deductible. 

While there are many deductions 
which could be taken and which are 
missed, there are also quite a number 
which are taken every year but not al- 








Another Dividend Increase 


Another sizable dividend increase, in 1925—following a sizable 
increase in 1924. Penn Mutual “low net cost” is real!—and it 
helps the Agent. 

A life insurance prospect should take cost into account, 
while insisting on quality, just as he does in buying commodities. 
Why not? 

PENN MUTUAL low net cost is notable, and our life insur- 
ance service is in the first rank of quality. 

In addition to the dividend increase we have further liberal- 
ized, and simplified, an already splendid contract—a highly intel- 
ligible document for Policyholders. 

We welcome men and women of ideals, ability, and con- 
scientious industry. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 














MUTUAL LIFE 


“« GLOBE instance company 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE............... 83 per cent 
Ce ee EE ig c nwnntnnseeceseseunsenesses 31 per cent 
- § re 26 per cent 
Ge Be PER cnvkwc ccnsccceas¥ececocssescered 23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 


This is away above the average of all Life Insurance Companion in the 
United States combined. It is a record we are very proud of and it shows 
how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
T. E. BARRY, President, General Manager and Founder 




















T= Company with the personal contract offers ex- 
cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 
development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


‘H. M. HARGROVE, President 

















INDIANA ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 


OHIO 








“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes « 
buyer of “Easy Lessons in Life Insurance,”” « text and review book with quiz supplement. tise 86 6The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. a : 
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THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Arthur E. Childs, President 
Columbian National Agents can 
offer the best in . 
LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 
Policies backed by one of the very strongest companies in 


the country, having ample capital, surplus and highest 
standard of reserves. 








Attractive Agency Openings in Thirty-Five States 


To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $175,000,000— 
Assets over $12,000,000. 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 


HOMER BUILDING WASHINGTON, D.C. 




















DETROIT 


A City Where Life Is Worth Living 





An excellent opportunity awaits the man 
fitted to represent a real life insurance 
company in this metropolis. 


It Is A Big Job For A Big Man 





We offer an attractive general agency 
contract and issue life insurance - policies 
that sell. 


The right man can earn real money. 


If you are interested and consider yourself 
equal to the job, apply— 
N-24, National Underwriter. 

















lowable. Since the income tax has been 
in effect, hundreds of people have cut 
their taxes by means of one expendi- 


ture which the tax laws say is not de- | 


ductible. This item is the cost of trans- 
portation to and from work. Uncle 
Sam does not allow such an amount to 
reduce the income on which tax is to be 
paid. The new income tax regulations 
which interpret the tax act of 1924 say 
specifically that “commuters” fares are 
not considered as travelling expenses 
and are not deductible. The same rul- 
ing has been made in the case of all 
our income tax laws. 


Attitude on Travelling Expenses 


On the other hand, travelling expenses 
incurred on business missions, outside 
of the regular daily trips to and from 
work for years beginning with 1921 are 
in many cases-considered to be proper 
deductions. If the trip is solely on busi- 
ness, the reasonable and necessary trav- 
elling expense, such as railroad fares, 
meals and lodging become business, in- 
stead of personal expenses. 

There is the case of the 
agent or salesman whose business re- 
quires him to travel. He receives a sal- 
ary as full compensation for his services, 
without reimbursement for travelling ex- 
penses, or he is employed on a commis- 
sion basis with no expense allowance. 
In both cases his travelling expenses, in- | 


| penses. 


insurance | 
| good plan to keep a careful accom 


cluding the entire amount expend 


| meals and lodging are deductib\. 


gross income. 
May Deduct Expenses 


Take the case of a person wh 
ceives a salary and is also repai 
actual traveling expenses. He 
report in his income, the amount y 
paid him. Then he may deduct th 
penses. 

Travelling men are compensated 
great many different ways for ther 
There is the salesman y 
company pays him a salary and ay 
allowance for meals and lodging x 
example a per diem allowance in; 
of subsistence. This salesman 
include the amount of the per die 
lowance in his income on the tax r 
Then the cost of such meals and} 
ing may be deducted. 

However, the insurance man or wo 
or for that matter any individual 
payer who claims a deduction for y 
elling expenses on his tax return wil 
well to give the government as mud 
formation as possible. Further, its 


the amounts which go to make w 
deduction. Uncle Sam might come| 


| at any time for more information. Wi 


he does, it is well to be able to a 


|}even more detail on the amount: { 


ducted. 
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Business issued in 1924 and amount in force December 3], 1924, in various commonweallhs 














MICHIGAN 








North Amer., Ill.... 
Great West Life.. 
Minnesota Mut. . 
Register Life .. 
Columbian Nat’l ;.; 
State Mut., Mass.... 
Federal Lf., Ill., Ord. 
Federal Lf., Ill., Ind. 
Peoples Ind. 

Old Line, Wis 
Phoenix Mut. 
Providers Life 
Missouri State.. 
Missouri State... 
Eureka Maryland... 
Berkshire 

Life In. Co., ya Ord. 
Life In. Co., Va., Ind. 
N. W. Nat'l, Minn... 
Nat’l Life, U. S. A... 
Grange Life .... 
Grange Life 
Security Mut., 
Fidelity Mut., 

Acacia Mut., 

Canada Life As., Ord. 18,602, os3 
Canada Life As., Gr. 132,500 
Continental, Missouri 196. 600 
Mich. Mut. 37,381,493 
Liberty, Ill. 663,50 
Farmers Natl, Ind.. 

Ohio State 

Security, Virginia. 

Manhattan, we 

Lafayette, 

Bankers, Nebr. 


2,810,539 
15,907,150 


558,215 
3,436,076 
2,604,976 

2e7 00 

255,900 

388,257 
2,336,081 


1,995,785 
12,025, eee 


647,5 
14,871,740 
1,484,400 
386,500 


4,129,104 
17,777,789 
4,100 
5,237,346 
11,230,687 
6,503,000 


Gr. 62,000 

. 7,642,448 
933,550 
306,888 


George aeeiaeden” 
4,352,537 


Provident Mut. 20,734, "212 





NORTH DAKOTA 














69,585 
507,500 
36,000 
954,934 
148,219 


3,331,035 


peuteal Benefit ge. 
11,336 -3Oe 


W. Mutual Life. 
Continental As., 
Aetna Life 
Bankers Res., 
Guaranty Life, Ia.... 
Travelers 
Guarantee Fund Life 
Guardian, 


"586, 500 
142, net 


5,336, 208 


Montana Life 
National Life, Vt. 
North Amer., Minn. 





Occidental Life, Cal. 


Provident Life, 11, ‘908, 272 


D. 1,910,850 


Issued 


Bankers, Iowa 
Home Life, N. 
Lincoln Nat’l 
Equitable, Iowa .... 





NEW YORK 














723,731 162,382, 
30 Te re2 TSR 
915,778.20) 


Massachusetts Mut. 
Bankers, Iowa 3, 573, 3,762 
Equitable 
Equitable ” 50,672,381 
Union Mutual, Me... 657,086 
Manhattan, N. Y.... 3,568,131 
Penn Mutual 
Travelers 
Travelers 
Provident Mutual. 
Phoenix Mutual .... 
Y. Safety Reserve 
Aid Assn., Lutherans 
L. Un. St. Jean Bap. 
Maccabees 
Knights of Col 
Knights of >”. ee 
Polish Nat'l All 
Royal Arcanum 
Polish R. C. Union. 
United C. Travelers. 
Golden Eagle, N. Y.. 
Ins. Clerks M. B. Ass. 
Columbian Prot. Ass. 
Emp. State Life Ass. 
Express. M. B. Ass.. 


161,994, 

. 13,142,843 oe 
9,774,071 
548,525 


298,000 








SOUTH DAKOTA 


4, 067, my 


ee _ 


465,840 


Bankers Reserve... ret 
2, 


Connecticut Mutual. 
Continental Ass 
Mass. Protective...- 
Mutual Benefit 
Northwestern Mut.. 
Travelers 

Capitol, Col 
Guardian, N. Y 
Massachusetts Mut.. 
Bankers, Iowa 
Guaranty, 
Metropolitan 


waae—« 


i 


| NEBRASKA 


4,825,390 

1, 794, 44 
6 

2, 1845 000 


270,573 
it 


Security Mut., Neb.. 

Northwestern, Neb.. 

Lincoln Liberty, Neb. 

Reliance, 

Business Men’s Assn. 

Kansas 

Bankers, Iowa 
(CONTINUED Oo 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 


Any amount up to $100,000.00 


No Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, Ill. 














“Protector of | the Home” 





In Five Years 
this Company has increased 


its business in force......... 147% 
its premium income......... 133% 
Ee aia eeamend 190% 
i a od tian ots tile 267% 


its surplus to policyholders. . 17.5% 


It’s a good Company 
to tie to 


For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mgr. 
T. W. Appleby, Pres. 








1, 
28,493,291 
953,16 
% oad 














The Systeman 
Security Holder 


is the best leather container on the 
market designed to provide a place for 
Insurance policies, bonds and other 
valuable papers. 


rer Se 


1h 
ia 
; 
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a 
iz 
ia 
f 
> 
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# 
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Your client will appreciate that such 
a holder typifies quality service. The 
goodwill that it creates will be far in 
excess of its cost to you. It helps de- 
liver extra policies. Use the coupon 
below. An examination of the Holder 
will convince you. 


2 a ASE 





The Price is $2.25. 
There is a large size at $3.15. 
Liberal quantity discounts. 


In lots of 25 or more your name printed on holder 
without charge. 


Je Pe thindaal taste eles 
ould like xamine ysteman 
E. L. KAUFMANN | Security Holder. If I decide to keep 
Room 700, Austin Bldg. ' not, I will return the holder. 
111 W. Jackson Blvd. ' 

Chicago, III. 
Al Telephone Wabash 3933 , Address .............. Slit eealah ne 


























OPENINGS AT 
Boise, Idaho 
Pocatello, Idaho 
Rockford, Ill. 
Springfield, Il. 
Fort Wayne, Ind. 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Davenport, Iowa 
Mason City, Iowa 
Pueblo, Colo. 
Louisville, Ky. 


Grand Rapids, Mich. 


Lincoln, Nebr. 
Billings, Mont. 
Great Falls, Mont. 
Helena, Mont. 
Missoula, Mont. 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
Toledo, Ohio 
Amarillo, Texas 
El Paso, Texas 
Houston, Tex. 
Cheyenne, Wyo. 
Roanoke, Va. 


**POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter’—BUT 


The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 


AGED— 

1. For Agencies less than five years old 
old $3,500 

2. For Agencies up to seven years old 
$6,000. 

3. For Agencies over tem years old 
$25,000 

REMEMBER THAT'S JUST 
RENEWALS! 





These men know how real gold 
glitters—and they know it paid them 
to get and keep an Agency contract 
that is Right. 


On Agency Matters Address 


oO. JI. LACY 
2nd Vice-President 











THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 


ST. PAUL—‘‘Where the Great Northwest Begins’’ 


The Minnesota Mutual now a $107,000,000 company 
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WEST VIRGINIA 








(CONT’D FROM PRECEDING PAGE) 


DOERD ccccccceece Gr. 523,150 
Bankers Res., Neb... 425,050 
Cleveland Life ..... 75,500 
Columbus Mutual .. 243,000 
Connecticut Mutual. 801,713 
Contin. Assur., Il... 37,500 


Equitable, N. Y. Ord. 10,189,400 
Equitable, Be Bectate 2/280, 380 
Guardian, N. x. oe an 288,025 
John Hancock...Ord. 3,030,638 
John Hancock...Ind. 12/015 
Manhattan, N. Y. aad 11,000 
Massachusetts Prot.. 42,000 
Metropol. Life.. Ord. 6,893,583 
Metropol. Life... Gr. 3,944,716 
Metropol. Life...Ind. 7,460,147 


Mutual Benefit ..... 1,819,824 
National, Vt. ....... 688,364 
Northwestern Mut. . 4,623,275 
Ohio National ...... 523,658 
Pacific Mutual ..... 1,055,127 
Pan-American ...... 227,845 
Philadelphia ....... 79,824 
a. I. Gh 2n60006.08 339,000 


Provident Life & Ac. 289,500 
Secur. L, & T., N. C.. 258,480 


ee, BOG ceccsoese 609,839 
Sun Life, Can. ..... 214,710 
Travelers ...... Ord. 3,031,456 
TRAVOIOTE 6 occcce Gr. 1,955,050 
Union Mutual, Me... 292,325 


West. & South..Ord. 1,982,750 





Nat. Life, U. 8S. A. 
Minnesota Mut. 


Atlantic, Va...... 





Provident Mut.. 





— 
~ 














West. & South..Ind. 5,782,510 7,246 
DEE x<cgecvecesed 2,031,023 3,6 
Bankers, Iowa...... 1,959,128 7,3 
Equitable, Iowa.... 969,903 9,227 
Lincoln National.... 2,869,780 7,1 
Massachusetts Mut.. 1,717,713 10,200 
Midland Mut., Ohio.. 524,000 4 
New England Mut.. 261,701 2,3 
Provident Mut., Pa. 358,950 2,76 
Prudential ..... Ord, 4,828,776 25,094,296 
Prudential ...... Gr. 3,937,750 3,150,85 
Prudential ..... Ind. 6,495,458 24,961,516 
Reliance, Pa........ 2:172.783 10,120,124 
Supreme, O...... Ind, 42,805 
| MISSOURI 

Ordinary 


Continental Life, Mo. 676,071 
Equitable Life, N. Y. 22,234,654 
Fidelity Mutual Life 1,647,156 
Penn Mutual Life... 7,041,784 
Union Mutual, Me. .. 164,787 
U. S. Nat. Life & Cas. 21,750 


Group 
Equitable Life, N. Y. 2,603,358 


Industrial 
U. S. Nat, Life & Cas. 28,233 





TENNESSEE 




















Amer. Nat., Tex..Ord. 1,386,632 
Amer. Nat., Tex...Gr. 103,750 
Amer. Nat., Tex..Ind. 4,763,869 
Business Men's As.. 199,000 
Continental Life, Mo. 545,268 
Fidelity Mut., | ees 971,118 
Penn Mutual Life .. 3,921,887 
Prov. L. & A...Ord, 1 

Prov. L. & A....Gr. 5,218,800 
Sou. States Life, Ala. 1 

Supreme L. & C.Ord. °105,000 
Supreme L, & C..Ind, 151,852 
U. S. N. L. & C..Ord, 1,2,250 
U.S. N. L. & c: Ind. 98,285 
Federal Life, T1l.Ord. 88,500 
Federal Life, Ill.Ind. 1,200 


aS 


Amer. 





Pacific Mut. Life. 


4 | Philadelphia Life. 
Travelers, ...... rd. 
BEOTRIOTD 62 cccces Gr. 

Volunteer State.Ord. 
Volunteer State. .Gr. 
Equitable Life, Disc 
American Cent., Ind. 
Bankers Life, Ia.... 
Bankers Res., Neb... 
Connecticut Mut. L.. 
Eureka-Maryd. Assn. 


Home Life, N. Y. 


Mutual Benefit Life. 
Metropltn. Life.Ord. 11,937, ont 
Metropltn. Life.:Gr. 
Metropltn. Life, Ind.16, 249,442 


National Life, Vt.. 


Ohio National Life. 


Pilot Life, N. C.. 


Southland Life, Tex. ’ 
Aetna Life..... Ord. 5,679,398 


Lincoln Natl. Life.. 
Guarantee Fd., Neb. 


Commonw. Life, Ky. y 
Cosmop., Tenn..Ind. 4,508,000 
Life & C., Tenn.Ord. 2,347,932 
Life & C., Fae see 11,087, 643 
Manhattan Life, N. Y. 85,750 


Minnesota Mut. -Ord. 


Cotton States...Ord, 
Cotton States...Ind. 


Mass. Mutual....... 6 
New England ms. 


PD ccsnesveee 

Nat'l Life & Acc. Ord. 
Nat'l Life & Acc..Gr. 
Natl Life & Acc., Ind. 
Reserve Loan ...... 
Guardian Life, N. Y.. 
Kansas City Life... 
Northw. Mut. _—-. ° 





























MOE BAGO ccsan0ss 
American Life Rein. 
Bank Sav. Life, Kan. 
Equitable Life, Ia... 
Great Southern, Tex. 


Guaranty Life, Ia.. 


John Hancock Mut.. 


Mass. Prot. Life 


Mutual Benefit Life. 
Occi, Life, N. M. ... 


"* 














KENTUCKY 














UW . N, - & C.Ord. 
U. N. & C.Ind. 
Public OLE, .-Ord. 
Public Savings. _—. 2,112, 529 


Ohio mpirouss Life. 
Home Life, N. Y. 

Bankers Res., Neb. 
Columbus Mut. Life. 
Continental, Ill. ... 


Cleveland Life ..... 


Life & C., Tenn. Ord. 
Life & Cc. re Ind. 4, 658, 808 
State Life, Ind. ..... 11.0 


Philadelphia. Cage 
Conn. Mut. Life ... 


National Life, Vt. .. 


Union Mutual, Me 
State Mutual, Mass.. 
Bankers Life. Ta. 


Reliance Life ...... 


Nat., Tex. Ord. 
Amer. Nat. Tex. Ind. 1,176,021 
Equ. Life, ¥ p 4 
Equ. Life, N 


-Ord, 5,591, 338 
Y.. Gr. 2,228, 630 


Continental, Mo. P 


Commonwealth ..Gr. 


Issued 
Union Central...... 2,790,388 
New England Mut... 2,903,065 
Manhattan, N. Y.... 180,853 
Massachusetts Mut. - 2,293,389 
Missouri State...... 494,696 


Commonwealth. “oa 9, 038, »344 
Commonwealth ind. 4,698,093 


In Force 
22,168,389 


33,134,780 


811,31 


0 
18,592,489 
































Equit., N. -Gr. 23,993,411 
Guardian, nN ¥!lora. 3,181,393 
Guardian, N. Y..Ind. 0 





i OKLAHOMA 

Massachusetts Prot.. 34,500 34,500 
Mutual Benefit Life. 1,235,311 10,182,597 
Metrop. Life, N. Y. 3,958,293 19,743,106 
Guardian Life, nN Y. 613,864 4,557,773 
Liberty Life, Okla,. - 556,400 2,064,817 
State Life, Ind. - 2,487,957 17,207,92 
Equitable Life, Ia... 514,007 3,059,318 
Capital Life, Colo. .. 660,500 3,121,577 
Penn. Mutual Life.. 2,046,924 15,561,947 
American Nat., Tex. 1,509,016 5,003,771 
Homsteaders Life As. 1,069,200 1,694,303 
Broth. Amer. Yoem.. 1,525,350 8,757,719 
Continental, Ill. .... 74,500 51,823 
Great Sou. Life, Tex. 8,038,625 21,251,024 

PENNSYLVANIA 

MOORE. o0:40004000 Gr. 28,574,573 69,856,788 
ME. 2:0 c600064 Ord. 32,499,809 103,938,737 


John Hancock. .Ind. 17,888,386 85,744,550 
John Hancock..Ord. 16, oe 169 94,911,679 


63,540,271 


12,894,851 | 
13,881 | 
525,662 | 


Guardian, N. Y...Gr. 74,639 

Lincoln Natl........ 2,081,632 4,481,652 
Manhattan .......-- 1,237,250 4, 882; 836 
PeIOMRL, VE. ccccecs 1,945,462 21, rey aid 
Philadelphia ...Ord. 3,797,585 2 
Philadelphia ....Gr. 66,500 ore 800 
EO, . Mes cscevess 3,919,835 14,849,279 
Sun, Canada........ 2,330,788 10,035,832 
Union Mut., Maine.. 659,932 4,217,558 
U. S. Nat L. & C.Ora. 23,000 23,000 
U. S. Nat L. & C.Ind. 65,450 64,174 
North Amer., Can... 0 ,500 
Pan American ..... 1,976,632 8,806,831 
Bankers, Iowa...... 5,162,054 29,801,597 
Columbian Natl.Ord. 2,056,095 10,456,217 
Columbian Natl.Ind. ...... 12,225 
Conn General....... 12,054,318 te 469,813 
Continental, Del.... 3,775,926 33,795 
Equitable, Iowa..... 9,739,736 BL "354,494 
Franklin, Tll........ 558,997 » ,820 
ih i. Miacences - 1,646,160 14, 070, 384 
peneeneturers, CU.  “sesece 414,940 
eS ee 112,302,164 61,780,038 
Midland Mut. Ohio.. 700,000 1,337,500 
Mutual, N. Y....... 36,307,745 240,593,833 
National, Tll....... - 2,557,099 10,538,896 
New England Mut.. 6,748,885 55,807,345 
— . renee 45,468,275 292,446,985 
Northwestern Natl. 741,298 1,348,823 
Nat. Life & Acc., Ind. 2, 449,778 2260523 
PED “MR ééccceoes 1,283,387 8,017,951 | 
Penn Mut...... Pine 209,608 203,162,252 





FIGURES FROM DECEMBER 31, 








oe 
Menmee, Tee, sccssed 145,926 
MR, Teh. Mee cccce 1,758,718 
Me sctetes 618,877 
Cosmopolitan, Tenn. 188,776 
WOGOTAL cccccs éeecee 7,561,878 
Guardian .i.'....00. 48,464,593 
Inter-Mtn. . -- 1,921,287 
Liberty, Il. ‘ 353,717 
Mass. Prot. ..... re 334,246 
Mid-Continent ..... 1,765,635 
i Be Reesecus 714,063,793 
Sy MCss vences 2,321,085 
Peoples, «(ree 1,312,311 
Prairie, Neb. ...... 765,172 
Reliance ...-....... $1,317,147 
Pe 4,207,400 
gS ee ee 725,254 
Teachers, N. Y..... 5,020,766 
Two Republics .... 1,365,978 
sem, APM. . cece. 160,851 
Union Central ..... 205,594,403 


West. Reserve .... 22,26 
West. Union ...... 8,969,634 


50, oes. 644 
107 


LIFE COMPANIES 


Net New Bus. 
ome a 


37,235 1,733,750 
123,399 3,494,772 
opie 7,535,112 


152, 457 10,078,036 


3,574,134 45,251,784 


119,990 10,403,571 
738 = 15,896,285 


122) ste 2,303,374 


60,19 


956,450 62,046,410 
331,732 5,426,081 
675,388 8°509 
838,893 3,026°371 


bes 159 * 044,279 
,250 


072 1,604 
2, 500; 000 11, 203" 086 +162, 118 621 1 
102, oee 5, 


48,950 


797 
588,329 9, 366, 829 


*Includes A. & H. ftIncludes revivals, etc. 


STATEMENTS 





426,577,372 3,0 


a 
a 


le x Prem. Total Pd. Policy- Total 
in i Ins. in Force — —— — oe 
39,092 39,348 5,134 62,785 
414,337 543,365 100,533 328,748 
370,673 rt 420 53,416 373,066 
137,261 147,2 32,230 139,493 
1,483,908 *3,565, O51 449,240 1,464,778 
8,809,465+ 11,884,344 6,382,081 8,989,909 
558,674 696,475 159,525 438,273 

224,406 251,900 27,569 272,36 

31,825  ¢dnenene 19,523 

844,131 957,053 234,469 710,573 
eH 112,678,870 154,276,725 112, re. a76 140,252,753 
1,899,761 2/030;358 1,662,355 
258,273 408,591 "96. 348 279,728 

169,660 208,344 56,850 133,653 

9,388,277 11,898,634 3,191,989 6,920,253 

853,035 1,104,720 491,134 956,576 

788,013 846,132 372,814 781,127 

1,785,623 2,061,079 121,070 177,338 

402,118 602,816 es — 428,069 

0 72,039 85,328 90,041 
£5,081,507 35,198,856 48,126,564 23, esa. Ht 33,441,133 
110,608 197,255 4,750 147,777 

1,840,883 2,418,644 g63°336 1,507,060 














RHODE ISLAND 





— 





Issued 
ORDINARY 


AetNe ..ccccccccce. 91,081,175 
PE ocheecechs 14,000 
Boston Mutual ..... 10,500 
Columbian National. 340,881 
Connecticut General. 826,181 
Connecticut Mutual. 953,769 
Equitable, N. Y....*3,343,849 





Eureka-Maryland .. 62,406 
Fidelity Mutual..... 68,815 
Pi Reseeeeeee 261,434 
John Hancock....... 6,077,239 
Massachusetts Mut.. 5,800,198 
Massachusetts Prot. 29:500 
Metropolitan ....... 15,434,266 
Pe MyM arewece 1,382,485 
Mutual Benefit...... 944,028 
Mutual Trust, Ill... 4,000 
POE, Se sdéencace 862,227 
New England Mut.. 787,154 
New York Life..... *2,389,040 
Northwestern Mut.. 1,111,000 
Pacific Mutual...... 57,000 
Penn Mutual ...... 693,312 
Phoenix Mutual..... 1,203,695 
Provident Mutual... 696,047 
Pregential ..cccccce 3,832,117 
PO, .2 -Beseses + 1,140,905 
State Mutual, Mass.. 1,159,748 
ED scscccetecs *1,598,805 
Union Central 402,433 
Union Mutual, Me.. 90,326 


i Cte nage . awann 





Mass. Protective.... 25,500 125,500 INDUSTRIAL 
Metropolitan ...Gr. 33, 248, 819 73,402,040 3 
Metropolitan .Ord. 108,593,276 532, 343, 761 Boston Mutual...... 45, oe? 45,351 
Metropolitan ..Ind. 93,762,442 428,56 Columbian Nat’l..... mi. 
Mutual Benefit...... 14,604,014 131'985,875 John Hancock....... 7,503, 963 45,716.94 
Northwestern Mut...23,288,475 188,091,920 | Metropolitan ....... 14,508,469 73,145.24 
Ohio National....... 123,000 139,420 | Morris Plan......... 305,100 305, i" 
Sun Life, Md....Ord. 1,348,000 2,388, 086 | National Benefit.... 7,420 

Sun Life, Md. ..Ind. 10,862,822 26,521,658 | Prudential ......... 7,927,600 31, sie 
Travelers ..... ‘Ord. 25,990,309 137,694,516 | GROUP 

Travelers ...... Gr. 61 "284/307 136,405,802 ° 

West. & South..Ord. 2,897,500 7,426,398 DO. ¢.0tigekehitbak > énecons 1,741,590 
West. & South..Ind. 7, 374,635 15,751,288 | Connecticut General.......... 1,249,500 
Agricultural ....... 87,500 89.500 | BEE, Ele Eh v0cs6000cccece 1,861,197 
Amer. Central, Ind.. 173,464 1,497,489 | Metropolitan ........cccccece 1,079,108 
American, Mich..... 1,187,172 4,334,811 | Prudential .....22222°225777! 1621.48 
Bkrs Reserve, Neb.. 1,187,443 ee | BOUNOUNED 6 ocnccccceccccecccs 10,176,500 
Cleveland .....cecee 71,500 "261,932 | 

a = Bc ccces prey tes sa ote'ses | 

Conn MBs cceccoces 10,437, ‘ 

oneal : ABBs 002% 1,864,258 2,721,815 

Equit., N. ¥ -Ord. 61,563,087 354,646,994 GREAT BOOKS NEARLY 
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(CONTINUED FROM PAGE 3) 


policy information thoroughly, for al 
9 | the companies in the country. 


To some of the larger companies 
issuing many forms it devotes as many 
as 15 pages of small type statistics, cov- 
ering their policies, premiums, surrender 
values, dividends, net costs and various 
combinations of disability and double in- 
demnity rates. Some of the books give 
part of the information contained in the 
Digest but there is no book published 
which professes to cover all the depatt- 
ments of information given in the Digest. 
It is a vast compendium of information, 
carefully indexed and arranged, and sold 
at an absurdly low price, putting within 
the reach of the smallest country agett 
the facilities to give accurate and detailed 
information regarding any legal reserve 
life insurance company, however small 
anywhere in the country. 


Simple Actuarial Information 


A few years ago this information 
would have been at the disposal only of 
the actuary, and then would have beet 
difficult to dig out. The Digest has 
thoroughly analyzed the policy contracts 
rate books and dividends of all com 
panies, giving summaries of net costs, 
both on the basis of present dividend 


| schedule and actual policy history, whit 


places the vital information of the 
rious companies before one virtually # 
a glance. So that it may be complete 
that an agent need buy no other book, 
it makes a detailed analysis of the annu 
statement of each company, in addition. 
There are 59 items in this financial and 
insurance exhibit of the company. 4% 
many non-participating companies are 
shown just as thoroughly and special at- 
tention is given to unusual forms 40 
policies which, while sold extensively, 
are often not found i in other similar pu 
lications. 
Every Policy Shown , 
The thoroughness of the book ® 
shown by this one fact: it covers hay 
policy issued by every company it ” 
country, in some cases as many as oe 
policies for a single company. No eS 
book attempts to show what policies t 







































23,0) 
United Life & Acc.. 168,500 434,00) 
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434,000 


45,357 
3,649 
45,716,094 
73,145,248 
305,10 


159% 
31,381,4% 


1,741,550 
1,249,500 
1,861,197 
1,079,180 
1,621.44 
10,176,500 
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various companies write. Usually, it 
shows the premium rates on 14 leading 
forms for each company; then in addition 
it gives sample rates at ages 25, 35 and 
45 for all other forms issued by the com- 


Te the matter of surrender values it 
shows cash, loan, paid-up and extended 
values for the two leading forms of the 
larger companies at every age, and at 
fve year ages for the small companies. 
This is the most complete surrender 
value showing in any book. 
Complete Dividends 


Again, in the matter of dividends, it 
shows the entire dividend schedule is- 
sued by each of the participating com- 
panies, not merely the dividends on the 
leading forms. For some companies as 
many as 30 and 35 policies are shown. | 

The treatment of net costs is again 
very complete. This showing is for the 
ordinary, twenty pay and twenty year 
endowment forms which totals for 5, 10, 
15 and 20 years both with and without 
cash values deducted and on the basis 
of both the present dividend scale and 
actual policy history. 

Resume of Each Company 


To complete the book a department of 
general information is included, giving 
about a one-half page resume of each 
company and its operation, covering data 
which cannot well be included in stat- 
istics. There is no other publication 
issued attempting to cover the ground 
which the Digest embraces. It is the 
great statistical life insurance book of 
the business and constitutes a current 
history from year to year of life insur- 
ance operations in the United States 
which is invaluable. In order that it may 
be sold at a popular price it is necessary 
to print and sell a very large edition and 
175,000 life insurance agents are this 
month being circularized on this and 
other services for the everyday life in- 
surance worker and agent. 


The Little Gem 


The Little Gem Life Chart is a vest- 
pocket edition of 672 pages printed on 
the thinnest kind of bible paper, and 
bound in flexible real leather. It is a 
“little gem” both as to binding and 
printing and contents. It shows the 
“high spots” of the information con- 
tained in the Digest, for the 100 leading 
companies, though for the most part the 
information is shown in a different way, 
thus making both books valuable and 
necessary in combination with each 
other. 

Although sold at the same price, the 
Little Gem has 200 pages more than its 
nearest competitor and this additional 
space is devoted to showing 30 more 
companies as well as showing each com- 
pany more completely. With the large 
number of growing, medium-sized com- 
panies in every state an agent will have 
the advantage in the Little Gem of hav- 
ing information of several companies 
which he will not find in other vest- 
pocket books. 


Sold Out Each Year 


To show the great popularity of the 
Little Gem, for several years, although 
the edition has been largely increased 
over the previous year, the edition has 
béen exhausted by the advance sale by 
the time the books are ready for deliv- 
ery in April. The reasons for the Little 
Gem's popularity are not hard to find: 
in the first place, it gives a five-year 
financial and insurance exhibit of all 
companies in the country and this is the 
irst publication each year in book form 
of the January 1 annual statements of 
all the large as well as all the small 
local companies. This saves the agent 
the purchase and need of carrying with 
him an additional book. 

Dividend and Net Cost Showing 


at pividend and net cost showings are 
r i ages instead of four and a full 
divides Page is given to the fifteen year 
4 idend records, both by present divi- 
end scale and actual policy history, for 
—~ ot the participating companies. In 
addition to these dividends and net costs 
a the ordinary, 20 payment and 20 
year endowment, a_ special ten-year 











The Land of 
Uniform Prosperity 


Rca er butter and 
cheese States—North Da- 
a, MINNESOTA kota, Minnesota and Wis- 
consin—represent a land of 
wealth because of diversi- 
fied products and industry. 
Their good roads and op- 
portunities for pleasure aid 
them in offering everything 
to make life worth while. 











These three States make up the territory covered by The North- 
west Agency of The Lincoln National Life Insurance Company. 


Managers of The Northwest Agency are T. D. Hughes and W. W. 
Scott, both associated with The Lincoln National Life for the past 


eight years as Home Office officials and both on the Board of Direc- 
tors of the Company. 


_ They are directly familiar with the high service ambitions of The 
Lincoln National Life and are equipped to carry that service through 
in the training of new men and delivering the goods for established 
agents. 


The Northwest Agency offers a genuine opportunity. 


Get in touch with either 


Hughes & Scott 
203-4 Lincoln Bank Bldg., Minneapolis, Minn. 
or 


The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 
Now More Than $345,000,000 in Force 
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dividend showing, which is not found in 
any other book, is made on the 10 and 
15 pay life and 10 and 15 year endow- 
ment forms. Considering the limitations 
of a vest-pocket book, the Little Gem by 
all odds contains the most complete and 
valuable information and shows more 


companies. 
Must Keep Posted 


Agents no longer sell life insurance 


by seeking competition with other com- | 


panies and the Digest and Gem are no 
longer used in the old-time obnoxious 
manner. But the good agent, while he 
does not seek competition, must know 
how to handle himself when he runs into 
it and he must also be prepared to speak 
intelligently. when he is sought as an 
authority on any company and its policies 
other than his own. The life agents of 
the country are the only authority to 
whom the public can turn when seeking 
life insurance information. Both the 
Digest and Gem, through their .cheap- 
ness and adaptability, enable the agents 
to get information which in the old days 
was dispensed sparingly only by actuar- 
ies. Thus many fallacies and misstate- 
ments regarding life insurance are con- 
troverted and the business is put before 
the public in its true light. 


Plans of Distribution 


Many companies either give these 
books to their agents or supply them at 
reduced rates. Each company has its 
own arrangement. Agents who do not 
buy through their company should ad- 
dress at once The National Under- 
writer Company, 420 E. Fourth St., Cin- 

-cinnati, Ohio, and get in their order for 

the 1925 editions which are now in 
preparation. The Little Gem will be 
delivered early in April and the Digest 
early in May. 

An agent cannot feel that he is well 
equipped to do business and serve his 
customers unless he can refer when 
needed to these invaluable books. 


The Springfield Life of Springfield, II1., 
has been licensed in Michigan. 


VUEURUORUROMOMOE 


ASSETS 
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Gain in Insurance in Force.............. nica -aegeies Orie dette ate batons . 





| ——— shown in the certificates, 


|BUILD OWN BUSINESS 


TAKES SHOT AT TWISTERS 


K. A. Luther Addresses Letter to Aetna 
Life General Agents on Discarded 
Policies 


HARTFORD, CONN., March 4.— 
To allay any doubt which may have 
arisen as to the Aetna Life’s meaning 
when it announced last September that 
it would not permit its representatives 
to solicit a prospect who proposed to 
discard insurance in other companies, 
Vice-President Kendrick A. Luther has 
addressed a letter to all general agents 
wherein he requests additional agency 
cooperation in this respect, and adds 
that “we do not want to build on the 
ruins of another man’s structure.” 

“In all our applications, we request 
information concerning the likelihood of 
the proposed insured discarding insur- 
ance in other companies for that which 
he is applying for in this company,” the 
letter says. “Such information is fur- 
nished by both the proposed insured 
and the agent. May we ask that the 
information given by both these persons 
be explicit as to the course which the 
proposed insured intends to follow and, 
whenever possible, his reasons also 
should be stated. 

“We are glad to say that most of our 
agents are cooperating in this matter, 
but we believe that if all will carefully 
set forth this expected transaction in 
detail, considerable time and some cor- 
respondence can be saved.” 


As a result of the favorable mortality 
experience under the group life policy 
insuring the lives of the employes and 
managers of the Aetna Life affiliated 
companies, the organization has _in- 
creased the insurance 10 percent, which 


|} means that all claims under the group 





policy will be 10 percent in excess of = 
wit 
no additional premium required. j 
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FIXES STOCK PRICE | MUTUAL LIFE LOSE; 


| 


VALUE IS PUT ON THE STOCK 


Common Pleas Court at Cincinnati 
Places Figure on Shares of the 
Union Central 


Judge Le Blond in the common pleas 
court at Cincinnati, decides that the 
value of the stock of the Union Central 
Life Sept. 25, 1921, the date of the death 
of President Jesse R. Clark be fixed 
at 150 per cent or $30 a share for the 
$20 par value shares. This case came 
up on appeal from the probate court, 
which had fixed the value of the stock 
at $40 for the purpose of finding the 
inheritance tax. 

In his decision Judge Le Blond holds 
that the participating surplus cannot be 
considered as affecting the value of the 
stock, except to the extent of providing 
a 6 per cent earning and “only such 
moneys in the various special reserves 
and surpluses as are in excess of the 
legal reserve and other liabilities and of 
funds held for future dividends to pol- 
icyholders, whether apportioned or un- 
apportioned and for contingencies 
incident to the business, inure to the 
benefit of stockholders or bear upon the 
value of the stock.” 


Would Return to Old Status 


Senator Glackin of Chicago has intro- 
duced senate bill No. 13 in the Illinois 
legislature to repeal the amendment to 
the incontestable life insurance clause 
provision in the Illinois law, which was 
passed at the last session in view of the 
famous Monahan case. Under the Mon- 
ahan decision a life company could not 
contest a policy for fraud unless action 
was taken within one year after the 
policy was issued. The amendment gave 
the company two years in which to 
make the contest. 





DEATH FROM ANAESTHETy; 


Called Accidental in U. S. Dist, 
Court at Baltimore—Double 
Indemnity Case 


BALTIMORE, March 4—Death ¢, 
man during an operation to remove jj 
tonsils is an accident, according to; 
verdict rendered last week in U, S, Dy. 
trict Court. Mrs. Winnie Dodge, Ath 
Mass., was awarded a_ verdict { 
$10,300 against the Mutual Life Ingy. 
ance Co. of New York. The toy 
amount she thus receives on a polig 
held by her husband is $20,300. : 

The company claimed death was fro, 
natural causes, and by the terms of thy 
policy it only owed $10,000. That ha 
been paid. 

Dr. G. F. Dodge died in a Baltimor 
hospital in 1923. Physicians testifie¢ 
there must have been something abor 
his condition that caused his death frog 
the anaesthetic. 

The local anaesthetic was adminis 
tered for the removal of Mr. Dodge 
tonsils and he died as the result of tk 
overdose, Mrs. Dodge claims. Thi 
she claimed, was an accident and entitled 
her to double indemnity. 


Big Group Policy 


A group life insurance plan involving 
a total insurance coverage of betwee 
$15,000,000 and $16,000,000 and affort- 
ing protection to 1,200 men and wome 
workers was announced today iy 
the welfare department of the Publ 
Service Corporation of New Jersey. Sub- 
sidiary companies of this organization 
provide local transportation, electricity 
and gas to communities throughout: 
large part of the state of New Jersey. 
The company furnishing the insurance 
is the Prudential. 


POET BOOT TOs 


24 


AS OF 
DECEMBER 31, 1924 


LIABILITIES— 


Policy Reserves 


Total Policy Claims awaiting proof, Coupons and Dividends left to accumulate at 
Interest, Supplementary Contracts, Prepaid Premiums and Interest, Reserved for 
Taxes and Special Reserves 


All Other Liabilities 


Capital Stock 
Surplus, Apportioned and Unapportioned 


OE OD PNR ick bndsdncospsvesesicntecsatibsssctesceon ‘ 


GAINS OF 1924 
Gain in Admitted Assets......... SUAdAdSEAO EKER EES OGhbnneevestbbncdheses ecb Mair ekienbihesen $ 1,249,554.30 


eee teense COP eee eee eee ee eee 


FINANCIAL STATEMENT 


$ 17,061,347.06 


$ 17,061,347.06 


8,583,630.00 


re ia ca Ie raicaich at bh Gduehineckebaueiukeukscemaneescdadcimire tl $118,031,431.00 
A RECORD OF SERVICE 


Total Paid Policyholders.......... jusdgkdbéwinestiimaay Ruicentawales : 


9665044008 enne over $18,000,000.00 
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MORE MONEY NEEDED CHANGES REGULATIONS | FINE JANUARY RECORD | 


| medically examined business, we 


—_—_— 


| | 
SUGGESTS INCREASED DUES | RULES ON MINORS AND WOMEN AETNA IN TWO BILLION CLASS | 


| farmers, 


President Clegg of the National Life 
Underwriters Association Gives Ad- 
vice to Local Bodies 


| 
| 
| 
| 
| 


John William Clegg, president of the 
National Association of Life Under- 
writers, has just sent out a letter to the 
oficers of local associations stating that 
the trustees, after a careful survey and 
analysis have come to the conclusion 
that the dues for a solicitor in any local 
association should not be less than $1 
a month or $12 a year, and that the dues 
for a general agent or manager, or any 
agency head under direct contract with | 
his company, should not be less than $5 | 
a month, or $60 a year. 

Mr. Clegg has earnestly requested the 
officers of local associations to stir up 
interest in the proposed new schedule | 
of annual dues, and the members of the | 
local associations have been advised of 
the facts through a letter sent out from | 
National headquarters signed by the | 
trustees. This latter communication was | 
really the work of B. Hamlin. of | 
Cleveland, who is a member of the 
board of trustees. Mr. Hamlin has been | 
greatly interested in the necessity of in- 
creased dues, basing his theories upon 
the eminently satisfactory way in which 
an increased schedule worked out in| 
Cleveland. 


In every way the Little Gem is more | 

plete. The fifteen year dividends 
md net cost showing (both by present 
vidend scale and actual history) is for 
ght ages, 20, 25, 30, 35, 40, 45, 50 and 55, 
instead of for four ages. When you want 
© look up net costs or dividends you | 
mt them at least at five-year ages. 
Order now, from The National Under- | 

ter Co, | 


| uniformity of 
| cases. 


| 


| Aetna Life Limits Insurance of Dies: | 
| 


bility 3 and Term In- 
surance 


HARTFORD, CONN., Mar. 4.—The 
underwriting committee of the Aetna 
Life has recently had under considera- 
tion the question of insurance for 
minors and for women who do not earn 
a living by employment outside the 
home. They have laid down certain 
general regulations in order to secure 
treatment of individual 
The following general rules will 
govern such underwriting in the future: 

Applicants below the insurable age 
of 16 will not be eligible for insurance 


| 
| 
| 
| 
| 
| 


|on the modified plan nor on any term 


plan nor for Disability 3. Disability 4 
may be grantéd. 
Applicants of insurable ages 16-20 in- 


| clusive who are not earning any wage or 


premiums will not be eligible for insur- 
ance on the modified life plan nor on 
any term plan nor for disability 3. Dis- 
ability 4 may be granted. 

Women who are not earning their own 
livings by wage or salary will not be 
eligible for Disability 3. Disability 4 
may be granted. | 


| 

| 

\ 

salary and are not paying their ng 
| 


Managers Manual Nearly Ready | 


HARTFORD, CONN., March 4.—| 
The Life Insurance Sales Research 
Bureau will probably send the third vol- 
ume of its managers’ manual to press | 
within a few weeks. It is entitled stim- 
ulating the agency. The 
committee of the Life Insurance Re- 
search Bureau will meet in New York | 
March 12. | 


executive | 
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We like to think of the figures at the left as being the RESULT of and 


A Year of 


the PROOF of SERVICE well rendered. 


These gratifying results have been acco mplished not alone through the progres- 
siveness of this Company’s executives—nor through its efficient field and home 
office forces, but through the harmonious coordination of all these factors. 


The policy of the Management of the Royal Union will be to continue to build 


under safe underwriting principles. 


OYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


A. C. Tucker, President 


Insurance in Force Passed Mark Feb. 1 
—Is Eighth in List of Leading 
Companies 


HARTFORD, CONN., March 4.— 
With new ordinary life business of $33,- 
559,384 written and paid for in January, | 
and with a total of $51,134,092 in new 
group life insurance put on the books in | 
the same period, the Aetna Life is now 
well within the “Two Billion Dollar 


Class,” having a grand total of approx- | 


imately $2,050,000,000 of insurance in 
force at the beginning of February. 

The annual statement for 1924 showed 
a total of $1,967,897,468 of insurance in 
force, assets of $245,556,619 and surplus 
to policyholders $31,000,000. 


Ne Contests 


| pending since last September. 


| will 


The January record is indicative of 


the momentum the company has 
gathered, especially in view of the fact 
that no stimulating influences were ap- 
plied. 

The new figures place the Aetna Life 
eighth on the list of leading life in- 
surance companies. The Metropolitan 
Life, with more than $6,000,000,000 of 


insurance in force, stands at the head. 


NON-MEDICAL PLAN IS 
NOW BEING TRIED 


(CONTINUED FROM PAGE 4) 


nesses. We have not had it. These 


blanks seem to explain why doctors are | swer to this question. 


leaving rural communities, for a big 
share of them state, “Never consulted a 


| 
| 
| 


| doctor in my life,” “Various children’s | 


when we confine ourselves to the same 
groups as regards age and amount in 
i find 
existing. These 
for the most part laborers, 
working with their hands, 
forced to live a moderate life, have not 
had serious past illneses. 


the same _ condition 


groups, 


Will Help Some Agents 


Several cases have come in on non- 
medical which had been held up for 
some time. Particularly, one of our 
agents in Kansas, writing in rural com- 


| munities several miles from the nearest 


three cases 
This par- 
ticular agent is paralyzed from the waist 
down and we feel non-medical will be 
a godsend to him. Prospects must be 
brought to his car for solicitation and, 
when he can then and there complete all 
forms, it certainly means much, Addi- 
tional trips for reselling the examina- 
tion are eliminated. This experience 
undoubtedly be multiplied many 
times during the year. 


doctors, had completed 


Applicants Like System 


Our home office agents comment on 
the completeness of the present system. 
One interview, if successful, and in two 
or three days the policy is delivered. 
They say the applicants like it also, 
that they need make no further appoint- 
ment. There was one instance where 
examination was desired—they can 
have it if they take $3,000 and I suppose 
the home office would authorize it for 
a less amount, but the agent cannot do 
so. He must submit a non-medical on 
all business in that class. 

The real question, of course, is not 
“can we” but “how can we” issue non- 
medical insurance so that the net earn- 
ings on all business will be satisfactory. 
We are doing our share to find the an- 
We believe the 
methods we are following will prove 
satisfactory. If not, we must develop 
rules that will, for the insuring public 


diseases, no doctors in 10 years,” or | and agency force are entitled to this 


“So long ago I cannot remember.” Yet, 


additional service. 
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Taxing Companies Out of the State 


ATTENTION has recently been called 
by the “Eastern Underwriter” to the 
burden that Connecticut insurance com- 
panies bear in the way of taxation. 
Witut1am_ BrosMitH, vice-president of 
the Traveters in an address before the 
Rotary Cius at Hartford, spoke of the 
enormous burdens of state taxation that 
the domestic companies are called on to 
bear. Mr. Brosmita did not mince 
words in his revelation saying that in- 
surance companies of Connecticut bear a 
heavier burden than is imposed on any 
other class of corporations. He further 
stated that Connecticut insurance com- 
panies are called upon to pay higher 
taxes proportionately than imposed by 
any other state on its own corporations. 

We all know what the insurance insti- 
tutions have done for Hartford. They 
have made the city what it is to a large 
extent. The Hartford companies stand 
particularly high because of their finan- 
cial standing, excellent management and 
progressive spirit. There are over 9,500 
people employed at the home offices of 
Connecticut companies. Their real estate 
investments in the city reach nearly 
$23,000,000. They have invested in 
Hartford securities $40,038,460. Yet the 


Lapses Are Always Costly 


Lapses are always costly. They are 
tremendously expensive to companies. 
It means money to put a policy on the 
books. With many companies it re- 
quires more than the entire first pre- 
mium. A lapsed policy, especially in the 
early years, means a dead loss. It is a 
waste that should be prevented just as 
much as possible. It is safe to say that 
the great percentage of lapsed policies 
is preventable. The business was not 
written right in the first place, the in- 
sured did not understand his policy, he 
was not convinced that it was worth the 
money he was paying, he is in doubt 
regarding the standing of the company, 
he was oversold, or he does not know 
by what means he can meet his pre- 
mium. 

The lapsed policy is a loss to the 
agent, because the first commission rep- 


What Life Insurance Will Do 


No banker would consent to pay $10,- 
000 in case of the client’s death during 
the year, in return for the payment of 
even 10 percent interest, or $1,000, for 
with him the proposition would be a 
pure gamble. But an insurance com- 
pany will guarantee to make such a pay- 
ment in consideration of only 3 to 5 
percent of the principal sum. Depending 


average percentage of taxes to pre- 
miums_ received from Connecticut 
amounts to 55 percent. That is more 


than half the premium taken in Connec- 
ticut goes to pay taxes. Some com- 
panies in 1923, the last returns available, 
show tax returns on Connecticut pre- 
miums that were nothing less than 
appalling. THe PHoenrx of Hartford for 
instance paid more than all its Connec- 
ticut premium receipts in taxes to the 
state. The Aetna Fire paid 70 percent. 
The Nationat Fire of Hartford paid 
over 81 percent. 

What is the effect? New companies 
engineered by Hartford companies are 
being incorporated in New York, so 
that they can escape the very high state 
and municipal tax. Hartford might well 
have the benefit of securing a reasonable 
amount Of tax from a larger group of 
companies if it did not impose the 
present burdens that it does. 

This is a timely presentation of the 
tax question and the consideration of 
the value of local insurance companies 


to their communities. If a state imposes 
such heavy burdens that it drives cor- 
porations out of the state, it cannot but 
suffer a business relapse. Other states 
will reap the benefit. 


resents but part of his compensation for 
securing the business. A lapsed policy 
is a bigger loss to the policyholder. 
When one realizes what might have 
been if all these policies had been kept 
in force, he is impressed with the great 
need of conservation from a strictly 
humanitarian standpoint. A lapsed pol- 
icyholder is seldom a friend of the com- 
pany from whose door he has walked 
out. At least he does not feel in the 
same spirit about it, as he did in the 
past. He is not a good advertiser. Re- 
gardless of whether he has much feeling 
about it, or not, he would in most cases 
prefer to attach himself to another com- 
pany. This is another argument why 
the agent should keep his policyholders 
on the books. He wants to have a body 
of boosters. <A _ lapsed policyholder 
means a loss clear along the line. 


upon the age, a dollar a day will main- 
tain an estate by means of insurance of 
from $10,000 to $15,000, a smaller an- 
nual payment than the usual rate of in- 
terest upon borrowed money. And in 
addition a reserve is being set up which 
is available to the insured after the third 
year to reduce the payments even more. 
It has been well said that a dollar a day 
keeps poverty away from the widow. 


Dr. Charles W. Crankshaw, physician 
in charge of the infirmary of the Pru- 


within a relatively short time. These 
figures cover a period which witnessed 
the ravages of influenza and the world 
war. Dr. Crankshaw and his associate, 
Dr. William R. Tilton examine hundreds 
of applicants for positions every.year in 


a staff of trained nurses. 
cent of the applicants examined over | 
a period of eight years were rejected | 
because of physical defects. 

In 1924 the percentage of home office | 
employes returned to duty after exam- 
ination and treatment was 86.3, as com- 
pared with 87.9 the year before. The | 
infirmary handled more than _ 21,000 | 
cases last year, an average of about 70 
for each working day. 


Albert E. Mielenz, manager in Wis- 
consin and upper Michigan for the 
Aetna Life, for life accident and health, 
and group insurance, and one of the 
most esteemed of all insurance men in 
Milwaukee, commenced his 35th year of 
continuous service with the Aetna March 
1. Mr. Mielenz, who is 62 years old, 
was contracted as an agent for the com- 
pany in Milwaukee in 1891. He had a 
good position with the city’s leading 
hardware firm at the time he began sell- 
ing life insurance but he was particularly 
attracted to the profession by the service 
to be rendered in it. In 1903 Mr. 
Mielenz became associated in the 
Thomas R. Lynas & Co. agency at Chi- 
cago in the capacity of assistant man- 
ager. The agency represented the Aetna 
Life in Wisconsin, northern Michigan 
and Cook county, IIl., and as assistant 
manager Mr. Mielenz had direct charge 
of the Wisconsin and northern Michigan 
territory. He continued in that connec- | 
tion until 1917 when Mr. Lynas died and 
the agency was divided. 

On Jan. 1, 1918, Mr. Mielenz moved 
to Milwaukee and established the pres- | 
ent Albert E. Mielenz agency, which 
represents the Aetna Life in Wisconsin | 
and upper Michigan. During the time he 
has been established at Milwaukee he 
has more than tripled the production | 
of his agency. 





W. C. Temple, state agent for the 
Ohio National Life at Dallas, Tex., is 
one of the biggest producers the com- 
pany has. In 1924 he wrote and de- 
livered more than a $500,000 of business. 
In addition to being one of the biggest | 
individual producers of the company | 
Mr. Temple’s agency was second in 
amount of business produced among the 
company’s agencies in 1924. He says 
the prospects for 1925 are briglit. 


Richard Dewees of the Philadelphia 
agency of the Provident Mutual paid 
for around $1,100,000 of business in 
1924, but out of this he wrote 53 cases 
of $10,000 or under. He wrote policies 
for people in all walks of life and small 
policies at that. Plumbers, bakers, 
nurses, teachers etc.—all were included 
in Mr. Dewees’ list as well as the capi- 
talists and bankers and surgeons. 


H. L. Gravengaard, educational direc- 
tor of the Aetna Life, addressed the 
Hartford Advertising Club last week, 
using as his subject. “It’s Up to You.” 
Mr. Gravengaard, an accomplished 
speaker, pointed out that only 90 per- 
cent of the people in the country have 
any definite object in view. 


Philip A. Brosseau of Decatur, IIl., a 
member of the agency firm of Swarm 
& Brosseau, belongs to one of the old 
time big families that really have some- 

















dential, reports that 85 percent of cases | 
examined and treated over a period of | 
12 years were returned to active duty 


addition to the work of preserving the | 
health of nearly 6,000 home office em- | 
ployes in which they are assisted by | 


Only 8 per-| tion was the cause. 


actuary of a company. 


trict manager for the R 
building a splendid 
for the company in western 
McLain knows his section ve 
is a thoroughgoing life in ‘ 
He is much interested in his wor® 


thing to talk about. 


| 


at his home in that city. 


the women’s department 


sin and upper Michigan agency for th 
| Mutual Life of New York. 


E. A. Hanks, assistant secretary ¢ 
the W isconsin National Life, is serious) 
ill at his home in Fond du Lac, Wis 


Attending physicians are reported 


have little hope for his 


James W. Stevens, 2nd, who is cor. 
nected with the home office of the Ili 
nois Life, was married last month t 
Miss Clare Elizabeth Colean of Peoria, 
Ill., daughter of Mr. and Mrs. Willian 

Colean, who are prominent in th 
is a very attractive 
young woman who is socially a leader 
Mr. and Mrs. Stevens ar 
spending their honeymoon in California 


city. The bride 


in Peoria. 


Mr. Brosseay 
| the 22nd child in his family from 
same father and mother. 
strong down at Decatur and his firm, 
building up an extensive business, Agi 
from fire lines, the firm is general age 
for the Continental Casualty for a ny! 
ber of counties and is also state mana 
for the Peoples Life of Frankfort, jy 


Robert Schiller, well known Milws 
kee representative of the Equitable 
of New York, died suddenly Thurs¢ 
A heart affix 
His daughter, Mr 
Lorraine L. Ferrer, is superintendent; 


of the Wise 


recovery. 


Mr. Stevens is the oldest son of Pres 


dent R. W. Stevens of the company and 


is making fine progress 
the field. He is taking 


in the “Sons of the American Life Con 


vention,” being head of 


in his work in 
an active part 


the movement. 


Senator Medill McCormick of Illinois 
who died suddenly last week, in bs 


early newspaper career 


editor of the Chicago “ 


made the rounds of La 
a number of months. 


was insurance 
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Salle street for 


The Prentice-Hall Company, 70 Fifth 


avenue, New York, has 


book entitled, “Developing 
sonality,” by Elmer E. F 
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issued a new 
Sales Per 
erris, professor 
York Univer 


This book is written primarily 


for busy salesmen and sales executives 


It is interesting to men 
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tact with customers or 


clients. The 


| principles and programs outlined in the 


book have been thoroughly tested in the 


field by the author. 


was a successful salesman an 


Professor Ferris 


d_ sales 


manager for 16 years before becoming 
connected with New York University 


President H. E. 
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Northern States Life of Hammond, In¢. 


has appointed 


ors to look over the home 0 


ings of other companies 
before the plans for the 
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LIFE AGENCY CHANGES 














,SICHIGAN APPOINTMENT MADE 





orge Washington Life Names C. E. 
Myers and Roy J. Heil as 
General Agents at Lansing 
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The George Washington Life has ap- 
ointed Clarence E. Myers and Roy J. 
Heil as general agents with headquarters 
t Lansing, Mich., having supervision 
lof the western section of the southern 
neninsula, which includes such cities as 
Grand Rapids, Kalamazoo, Jackson and 
Battle Creek. They will conduct the 
agency under the name of General Insur- 
ance Service. Both are energetic young 
men with much previous experience in 
life insurance throughout the territory. 











Four Agencies on Peninsula 






With the closing of this contract, the 
company has now four going general 
agencies in the southern peninsula of 
Michigan—Grover C. Roth at Detroit, 
Warner B. Waite at Owosso, James, Fos- 
ter at Pigeon, and Myers & Heil at Lan- 
sing. The northern peninsula remains 
open for organization at an early date. 











H. L. Cantelon 
The Sun Life of Canada has estab- 


lished a new branch office for the north- | 
ern peninsula of Michigan, with head- | 
H. L. Cantelon, 


quarters at Marquette. 
who is to be the district manager, was 
formerly in charge of the company’s 
group department in Michigan. He has 
been very successful in that line of work. 
He was with the Prentice Hall Company 


before joining the Sun Life some years | 


ago. Michigan was the first state en- 
tered by the Sun Life and excellent de- 
velopment work has already been done 
in that state. 


FIVE AETNA LIFE CHANGES 





Luther Announces New Arrangements 
In Southwest and South and One 
In New York 





HARTFORD, CONN., March 4.— 
Five important changes in the Aetna 
Life’s field arrangement have been an- 
nounced by Vice-President Kendrick A. 
Luther. 

W. C. Reed, formerly connected. with 
the Tulsa, Okla., agency, will succeed 
J. M. Corr, resigned, at Birmingham, 
Ala. Park Huston, son of J. N Hous- 
ton, general agent at San Antonio, will 
take over the El Paso agency left va- 
cant when A. L. McKnight was ap- 
pointed general agent at St. Louis, and 
Elmer Abbey, for several years a sub- 
agent at San Antonio, will become gen- 





eral agent in that city, succeeding the 
senior Houston, who will retire to give | 
his undivided attention to his personal 
affairs. Oklahoma City will become the 
headquarters for the company in that 
state under the management of J. A. 
Wood, recently at the head of the Tulsa 
agency. This latter agency will be main- 
tained as a sub-office. 


0, F. Wilson 





O. F. Wilson, who has managed the | 
Oklahoma City agency for several years, 
and who has been connected with the 
company for nearly two decades, has | 
given up managerial work and will ded- | 
icate his entire time to the interests. of | 
policyholders and the development of 
personal business. 


R, K. Stowe | 


the rearrangement just announced, will | 


| agent for the Missouri State Life. 


Hart & Eubank, general agents at New 
York City. R. K. Stowe, until recently 
in charge of the Yonkers office, will de- 
vote all of his time to the development 
of personal production for the company. 


W. C. Reed 


W. C. Reed, the new manager at Bir- 
mingham, has been with the company 
since 1923, having had several years’ ex- 
perience with the Metropolitan Life as 
assistant manager and manager, respect- 
ively in several states throughout the 
south, 

Mr. Houston, who takes over the El 
Paso agency, is a native of Texas and 
thoroughly familiar with that territory. 
After completing his education at the 
Texas State University he joined the 
southwestern Texas agency for the 
company and has been connected with 
that office ever since, with the exception 
of the period he served in the army. 


J. A. Wood 


J. A. Wood, the new general agent | 
for Oklahoma, was born in Arkansas 
and’ brought up on a farm among the | 
mountains of Scott county. At the age | 
of 20 he was admitted to the bar and 
practiced for several years. 
his insurance career with the Metropoli- | 
tan Life, where he held several import- 
ant positions, He later became general 
In 
1918 he joined the Campbell & Hart 
agency for the Aetna at Little Rock, Ark. 
He was later appointed manager for 
southern Oklahoma at Muskogee. That 
office was moved to Tulsa in September, 
1923. 





CONTINENTAL LIFE CHANGES | 





St. Louis Company Announces General | 
Agency Appointments in Detroit 


and Other Cities | 
L. B. Cole has been appointed general | 





Louis in Detroit, Mich. For the past 


the Grizzard System and has operated in 
Detroit, Chicago, Cleveland and other 
large cities. 
J. A. Kelly, for seven years with the 
| Metropolitan Life, has taken over the 
general agency of the Continental at 
Lewistown, Mont. He will have charge 
of the entire state. 

R. J. Albachten has assumed charge of 
| the St. Louis agency of the company and 
is building up an organization in its 
| home city. He formerly had charge of 
the Duluth, Minn., branch of the Mis- 
souri State Life. 
| J. G. Ferguson, for the past six years 
| state commissioner of mines, manufac- 
| tures and agriculture of Arkansas, has 
taken the state agency of the Continental 
| Life of St. Louis, with headquarters in 





Little Rock. 


SMOCK WILL GO TO MANKATO 





Bankers Life Transfers Des Moines 
Agent to Minnesota—Lawton 
Conger With Him 





Frank L. Smock of Des Moines has 


He began | been appointed agency manager of the 


Bankers Life at Mankato, Minn., and is 
retiring from the lowa agency of the 


| same company, operated under the firm 


name of Smock Brothers which after 
March 1 will be conducted by W. 
Smock. The firm of Smock Brothers 
came into existence 10 years ago. 
From an agency with a yearly produc- 


| tion record of less than $500,000 of new 


insurance, the firm has grown steadily. 
.ast year the production was nearly 
$3,000,000. 

Both W. E. Smock and Frank L. 
Smock have resided in Des Moines for 
more than a quarter of a century, the 
former coming here 28 years ago and 
his brother two years later. 

Frank Smock’s territory will consist 
of 23 Minnesota counties. Lawton Con- 


The Yonkers, N. Y. agency, under! agent for the Continental Life of St. | ger, also of Des Moines and for some 


time past a member of the Smock 


' become a district office reporting to| five years he has been connected with | Brothers agency here, will accompany 











GROWING STEADILY 


Statement of the 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 
of Oshkosh, 


Wisconsin 


FOR 1924 

















Arthur James, Vice-President in Charge of Agencies 


ASSETS LIABILITIES 

Municipal Bonds at Amortized Values..... $1,876,283.14 i NE, a in cencee eed eee ete deasaewanvganeed $2,751,374.41 
U. S. Bonds (Par $262,000)................. 259,596.92 Reserve for Installment Death Benefits.................. 17,982.50 
First Mortgage Loans (50% of sworn valu- Lilo. Premnfume Paid im AGwGmes. ....00cccccccccssccscce 3,893.17 

EE Sci dink Aiea emul at hsnedv bees oi 754,299.64 ee GND oc cnmab nas cnnd autecenecdpeneseasacdet 17,648.77 
Cash on hand and in banks................ 173,761.25 Death Claims (Life Dept.) Proofs not completed........ 19,500.00 
Loans to Policyholders (Secured by Legal Claims (Estimated) and Unearned Premiums of Casualty 

SS (iteres LAOS | Pe 296,889.34 DEE 2 uid, oddachmeineteet oucesacennéssneetas 20,847.20 
Real Estate (including Home Office)...... 81,024.10 ED ED, vc nnccccancesncassnnsonsesensene 13,547.16 
Premium Notes (secured by Legal Reserve) 39 Surplus set aside for Contingent Emergencies$50,000.00 
Interest ESS EERE ES » CT OR 75,056.29 ee 304,210.58 
Reinsurance due from other Insurance Capital Stock Par Value (Fully Paid Up)... 400,000.00 

DEED iletalaissinectiscesiscieonse 65.83 —_—_. 

Premiums due and deferred................ 80,825.81 $3,602,104.71 (Additional Protection to Policyholders)................ 754,210.58 
Less not admitted assets................... 3,100.92 $3,599,003.79 
Total admitted assets....................0- $3,599,003.79 Increase in Assigned and Unassigned Surplus, $53,317.92 
Increase eee Seep ter eek $ 418,826.95 RE NE TES ee A $ 144,352.99 
Increase in ee gS oc ndeauuduase¥ce 495,007.76 gO Re i ee 14,845.02 
Insurance im Force January 1, 2925.........0.ccccccccces 28,689,770.71 Paid to Policyholders and Beneficiaries since organization 1,647,950.34 
Increase in SE NE on cc onnnscccousevcede ce 2,258,123.52 Cosmas Paieitty GRE Gio cccc elk ccccccccccccccccccce 6,368 
Life Policies, number of .............00000ccceeeececcees 18,555 


LIFE, HEALTH, ACCIDENT INSURANCE 
Agency territory open in Illinois, Indiana, Michigan, Minnesota, Wisconsin 
C. R. Boardman, President 
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BUSINESS OPPORTUNITY 


A Chicago Genera! Agency of one of the largest 
though most conservative Life Insurance Companies, 
desires the services of a man of energy and sales 
ability who has built up a personal acquaintance 
among business and professional men. The agency is 
equipped to give him a thorough education in life in- 
surance and an insight into the most proficient selling 
méthods. Unusual opportunity for the right man to 
build up a large income. 
Address L-54, 
The National Underwriter 

















Mr. Smock to Mankato and will become 
associated with the Mankato agency. 


GOES INTO THE LIFE BUSINESS 








Howard A. Archer to Take Change of 
Production in Branch Office of the 
Continental 





Howard A. Archer of Chicago, west- 
ern supervisor for the Importers & Ex- 
porters Fire of New York has made a 
contract with the Continental Assurance 
of Chicago, the- life company, to take 
charge of life insurance production in 
the Chicago branch office in the Illinois 
Merchants Bank building. While in re- 
cent years Mr. Archer has been in the 
fire end of the business, he had an ex- 
tensive experience in New York City 
with the Phoenix Mutual Life. He was 
formerly western representative for the 
Meserole group of fire companies. 





Linza Phillips 

The Ohio State Life has announced 
the appointment of Linza Phillips of 
Cedar Rapids, Iowa, as agency super- 
visor for Oklahoma, with headquarters 
at Oklahoma City, to which place he 
will remove in March. He will take 
charge of the company’s organization 








Our Agents Have 


A Wider Field— 
Because We Have 
Age Limits from 0 to 60. 

Semi-annual or Quarterly Premium plan. 


Same Rates for Males and Females. 
for Males and Females alike. 


nothing. 


. S. D., W. Va., Wyo. 











An Increased Opportunity 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 


Participating and Non-Participating Policies. 


Double Indemnity and Total and Permanent Disability features 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fila., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 
| of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 






























and field work. He was for many yeq 
identified with the Equitable Life aJ 
later served in the capacity of manag 
for the Fidelity Mutual Life. Mr. Phy 
lips possesses a wide and influential » 
















































quaintance in Oklahoma. *. 
Okla.. 
C. S. Hobson has b 
Minn. 
C. S. Hobson, prominent in life ing. Dut 
ance circles in Dallas and north Tasfmme Ut 
for several years, has taken over 
north Texas agency for the Royal Unig 
Life of Des Moines. He will hay Wal 
charge of the company’s activities » tain ¢ 
some 12 counties around Dallas, ny 
so 
Lloyd B. Gettys 
Lloyd B. Gettys, superintendent ¢ Hen 
agents in Nebraska for the Mutual Lis the Et 
of New York for the last two years, hy Rapid 
been named as manager of a territor ant ag 
which is to include South Dakota ap — 
several counties in Minnesota, low Ss 
and Nebraska, immediately adjacent jp agenc’ 
the southeast corner of that commov years 
wealth. His headquarters will be z 500,006 
Sioux City. Mr. Gettys has lived 2 time % 
Lincoln most of his life. He begs be aci 
only a few years ago as a field ma = 
for the Mutual Life, and has be 
steadily climbing. 
Will 
Centra 









B. L. Root and C. B. Sturtz 


B. L. Root and C. B. Sturtz har 
opened offices at Sioux City, Ia., as ger- 
eral agents for the Minnesota Mutu 
Life. They succeed F. W. Allen, wh 
on March 1 became executive speci 
for the same company with headquarters 
at the home office. Messrs. Root an/ 
Sturtz have been located in Sioux Cit 


























































for several years as district managers Anon 
of the Missouri State Life. Their ter 
ritory for the Minnesota Mutual Lil 
embraces northwest Iowa and northeast 
Nebraska. NE 
F. L. Fowler ae N 
Floyd L. Fowler, formerly gener derwr 
agent at El Paso, Tex., for the United annou 
Fidelity Life of Dallas, has been ap- The 
pointed field superviser for _ the of He 
United Mutual Life of Dallas, with heat- New 
quarters at the home office. — 
Wi S] 
Federal’s Texas Appointments macht 
Harry C. Johnson has been a- “Wha 
pointed agency director of the Be Know 
Thorp Agency for Texas at Dallas to surane 
the Federal Life. Mr. Johnson was wit 
the Reliance Life in California for tout 
years. He was recently connected with Jam 
the United Mutual Life of Dallas. Benef 
Mr. Thorp announces the appointment insura 
of Davidson, Littler & Jones as mane delphi 
gers for west Texas with headquarters land 
at 316 Dan Waggoner building. Fort ot me 
Worth. All three men are well knows Harry 
in business circles of Fort Worth. care 
direct 
J. Ben Doherty New 
J. Ben Doherty has been appointed nag 
manager of the Duluth branch of te ge 
Missouri State Life Co., succeeding 
R. J. Albachten. This was the on The 
recent change in representations of com charge 
panies announced in insurance circles for th 
here. as fi 
Methc 
Allen Ramsey Life: 
Allen Ramsey, who has been manag — 
of the life and accident department bes he | 
Bartholomay-Darling Company, aa Sch 
ance agents of Chicago for three = 1" mi 
has been made Illinois manager for x Heal 
Girard Life with headquarters ™ ©, opki 
cago. Prior to his connection 9 a 
Bartholomay-Darling Company. _ 
Ramsey was assistant manager ™ a 
cago for The Travelers. eg 
Ohio State Changes HE Probl 
The Ohio State Life, Columbus, * 
just announced the appointmen, iam 
following new general agents: Emery L. ¢ 
A. Glaser, Oak Harbor, B. Hager Aetna 
Shields, Indianapolis; Olie ». Gree? been 
canamantt _ M. Schwart, disabj 
Indianapolis, and A. 4 r oft H 
field, O. Mr. Glaser is 4 on Dollar en 
company’s Hundred Thous# velopn 
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Harrison Pashby of Constantine, Mich., 
has been appointed a district manager. 





J. Ben Doherty 
J. Ben Doherty, agent in the Tulsa, 
Okla.. branch of the Missouri State Life, 
has been appointed manager at Duluth, 
Minn. He succeeds E. J. Albachten. The 
Duluth office has developed into a hard 
hitting machine. 


Walter E. Bryant 


Walter E. Bryant of Minneapolis, cap- 
tain of detectives in the city police de- 





partment, has resigned to join the Mis- | 


souri State Life organization as an agent. 





Henry M. Shove 


Henry M. Shove, district manager of 


the Equitable Life of New York at Cedar | 


Rapids, Ia., has been advanced to assist- 
ant agency manager of the Southern Cali- 
fornia agency of the company and will 
leave about March 10 for his new post. 
Mr. Shove has built the Cedar Rapids 
agency from a $500,000 business four 
years ago to an annual business of $1,- 
500,000. He has eight men with 10 part- 
time agents employed. 


Slane Stump will 


geles, announces the promotion of Sam 
Cc. Mitchell, agency manager of the Holly- 
| wood branch office to field supervisor of 
| the general agency. In 1924 he led the 
|} agency in amount of new business. Mr. 


| Carter left this week for the head office | 
in Des Moines, and during his absence Mr. | 





| 
Mitchell will be in charge. 
} 
| 
| 


Elmer A. Browne 


Elmer A. Browne has been appointed 
general agent of the Pacific Mutual at 
| Washington, D. C. He succeeds Walde- 
|} mar Werber, who retires to devote him- 
| self to the accident business. 
| has been in the field for six years. 
| offices are in the District National Bank 
building. 





Thomas D. Roberts 


Thomas D. Roberts has been appointed 
general agent of the State Mutual Life 
for the southwestern part of North 
Carolina with headquarters at Charlotte. 
He was formerly at Hopkinsville, Ky., 
}and has been engaged in the life busi- 
ness at Detroit, Mich., 
years. 





be acting district manager in this dis- | 


trict after Mr. Shove’s removal. 


Sam C. Mitchell 


William H. Carter, general agent of the 
Central Life of Des Moines at Los An- 


Fidelity Mutual Appointments 
Sam Houston has become manager of 
the Fidelity Mutual Life at San Diego, 
| Cal. 
|! at Williamsport, Pa. 
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EASTERN STATES ACTIVITIES 4 














SALES CONGRESS PROGRAM 


Annual Session of New York Associa- 
tion Will Offer Big At- 
tractions 





NEW YORK, March 4.—The pro- 
gram for the annual sales congress of 
the New York Association of Life Un- 
derwriters to beeheld March 10 has been 
announced. 

The morning session will be in charge 
of Harry E. Morrow, president of the 
New York association. John W. Clegg. 
president of the National Association, 
will speak on the work of the association 
and Franklin W. Ganse of the C 
lumbian National Life will talk on 
“What the Every Day Agent Should 
Know About Taxes in Selling Life In- 
surance.”* 

Te Discuss Monthly Income 


James M. Stokes, Jr. of the Mutual 
Benefit Life will discuss monthly income 
msurance. Mr. Stokes is from Phila- 
delphia, George F. Morrisey, New Eng- 
land Mutual, will present the benefits 
of membership under the association. 

arry L. Ness will follow with a mem- 


| ables out of the business. 


bership drive and Griffin M. Lovelace, | 


director of the Life Insurance School of 
New York University, will speak on 
Business Life Insurance for the Av- 
erage Business Man.” 


Afternoon Session 


The aiternoon session will be in | 
;atge of J. Elliott Hall, general agent | 
- > Penn Mutual. The subjects are | 
Meter: “The Endless Chain 
i hod,” Charles W. Pritchard, Aetna 
re Life Insurance Plan for Saving,” | 
Te <4 J. Miller, Provident Mutual; | 
= e¢ Endless Chain Method,” Miss Mar- | 
Schmigt ana — and A.| 
“ ‘4 - y n ; 
Monthly Income oly a 


t Albert | 
ct Bevm, Mutua Business a | 


= man Berman, Mutual Ben- | 
mE acarance for Educational Pur- 
> Carl H. Hoover, Fidelity Mu- 


tual; N 
— Needs Laurence, George Han- 
Pale Connecticut Mutual; “Our 
ems,” Hugh D. Hart, Aetna Life. 
inisatillitny 
= oo Group Agency 
A.%, utman, seneral agent of the 


or West Virgi 

~ ginia, has al 
bitty inted Seneral agent for sree 
Ritman wensiness in his state. Mr. 
. heeling broned aL privileges with 

pe ch o 

tlopment of this business. allan 4 





GOUGH BOOSTS LICENSE LAW 





Say Maryland Measure Will Keep Un- 
desirables Out of the Insurance 
Business 





BALTIMORE, March 4—The public 
is being given real protection through 


| the insurance license law passed by the 
| last Maryland legislature, according to | 


Bernard B. Gough of the Travelers’ 
president of the Baltimore Life Under- 
writers’ Association. “The law requir- 
ing all insurance agents to fill out a 


| questionnaire propounded by the Insur- 


Co- | 


ance Department before a license is 
granted them is, I believe, one of the 
best acts passed by the last legislature,” 
declared Mr. Gough. “This ruling be- 
came a law on January 1 and in the 
two months it has been in operation has 
done much good. 

“Every reliable underwriter has for 
years been trying to keep the undesir- 
f We are trying 
to serve the public, to give it the best 
we are able. And it is disheartening to | 
have someone come along and undo all | 
that you have spent years in doing, by | 
undermining the confidence of the pub- 
lic in insurance. Now unless a man or 
woman knows insurance and makes in- | 
surance his or her profession, he or she | 
cannot secure a license. 





Home Life of America’s Progress 


The Home Life of America with head | 
offices in Philadelphia, has opened a new | 
industrial district in Philadelphia, known | 
as Philadelphia No. 3. Joseph Avellino 
was recently made superintendent there. | 

Joseph L. Durkin, secretary of the | 
company predicts that it will have $80,- 
000,000 of insurance in force at the end 
of the present year. It now has over 
$66,000,000 in force. Its assets are over 











Mr. Browne | 
His | 


NORTHERN STATES LIFE 


INSURANCE COMPANY 


Minneapolis, Minn. 


Write Home Office 
Exceptional Contracts. | Some Choice Territory 





for a number of 





Robert G. Bates has been manager | 


A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 











CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


DES MOINES - - - = «+ IOWA 














POLICY LOANS CAUSE LAPSES 
Have You found a way to stop this waste? 


Our plan IS saving millions for many Companies and i resul twen 
two yeute of careful esearch end enperience. sha sea mid 
THE OTIS HANN COMPANY 
Chicago, 


10 So. La Salle St. IMinois 














Service to Policy Holders 
Operates under the Famous “‘ 


Live Up-to-Date Policies 
H. B. HILL, President 








MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


stration Act” which requires the reserve on e licy issued to be deposited 
and hela in Trust by the Insurance Department of the State ai 


A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Agents Service to the Public 


Ordinary Life Limited Payment and Endowments 























THE NATIONAL UNDERWRITER 








March §, } 














Power 


We don’t care if you 
never saw a rate book. 
You may never have 
heard .of a 3% per cent 
reserve. 


What we want is a 
MAN, a MAN of 
POWER in WILL 
FORCE; a fighter in 
spirit, a GETTER. He 
is needed at Gary, Indi- 
ana. He will havea fair 
education, CAN figure a 
premium and make it 
BIG ENOUGH. 


He CAN and WILL 
work. His wife will do 
the praying and 90% of 
the economizing. 


Both of them will win— 
IF HE is a MAN of 
POWER. Are YOU? 


Tell me HOW powerful 
on one page. Still 2c 
postage. 


Gaylord Davidson 
Agency Manager 


The Western 
Reserve Life 
Insurance Company 


MUNCIE.” INDIANA 


J. H. Leffler, President 
J. W. Dragoo, Secretary 























Stephen M. Babbit 
President 


Hutchimson, Kansas 

















$5,000,000 and there is $500,000 in sur- 
plus. The Home Life of America cel- 
ebrated its 25th anniversary last year, 
with an increase of insurance in force 


of approximately $11,000,000. It oper- 
ates in Pennsylvania and Delaware 
writing both industrial and ordinary 
business. 





Honor Hunter at Hartford 


Col. D. Gordon Hunter, manager of 
the home office agency and the train- 





which showed a low record. Following 
this a signal was given and the remain- 
der of the guests entered his office and 
presented him with a large bouquet of 
carnations and a thick. package of new 
applications for insurance. 


Colonel Hunter thanked those who 
had remembered him on his anniversary 


| and spoke of the splendid team work 


with the company with a special meet- | 
ing of the agency staff and members of | 


his own department last week. 

The meeting was planned as a sur- 
prise to Colonel Hunter and it was ar- 
ranged at his home to delay him for a 
few minutes so that all would be in 
readiness when he arrived at the office. 


The colonel is very particular about 


being punctual in all the things that he | 


engages in and so when he arrived a 


little behind schedule this morning the | 
members of his office force were given | 
| last year was $1,132,877, with outstand- 


chide him good 


: , . -- | onel Hunter. 

rs ol ¢ 1e Phoenix Mutual Life, | *. - . ea : 7 
ing school of the Fhoen asthe | cial vice president, and M. C. Terrill, as- 
was honored on his tenth anniversary | 


that was displayed in the agency. 
Clayton Welles, manager of the inter- 

state agency, paid high tribute to Col- 

Arthur M. Collens, finan- 


sistant secretary of the company, also 
spoke. 





Sharpe Heads Puritan Life 


Henry D. Sharpe, one of the leading 
business men of Rhode Island, has been 
elected president of the Puritan Life 
of Providence. He will succeed Charles 
Perry, who has served the company as 
president for five years. The company 
is licensed in Rhode Island and Con- 
necticut, but operates only in Rhode 
Island. The total new business written 


an opportunity to \ V 
naturedly. He was then handed a bo-| ing insurance, all told, of over $6,000,- 
gus production record for last week, ' 000. 

2. 











IN THE MISSISSIPPI VALLEY 




















COWAN’S MEN IN CONFERENCE 
Northwestern Mutual Life Agents 
Gather at Joliet, IIL, for the An- 
nual Business Convention 








General Agent James M. Cowan of 
the Northwestern Mutual Life at 
Aurora, Ill., held a meeting of the 


leading agents in his territory at Joliet, 
Thursday, The guests of honor were 
Assistant Counsel H. L. Laflin and As- 
sistant Superintendent of Agents M. H. 
O. Williams. Mr. Laflin addressed the 
noon day meeting of the Association of 
Commerce, taking for his 
“Washington and 125 years After.” Mr. 


subject | 
| sponsored 


Cowan presided at the banquet as toast- | 


master. Rev. Walter H. 
gave the invocation. Talks were made 
by Charles B. Cheadle, on “Life Insur- 


MacPherson | 


ance as a Business Asset,” C. M. Cart- | 


wright of THe NationaAL UNDERWRITER 
on “A View from the Sidelines,” H. N. 
Laflin, on “Qualities that Succeed” and 
M. H. O. Williams on “The Northwest- 
ern Mutual Life.” Tom Gilliland was 
the humorist of the occasion. 

In the afternoon the business con- 
ference was held presided over by W. 
R. Bryant. The program was as fol- 
lows: 

Ww. C. MeGuire—“Policyholders 
ners.’. 


Din- 


oO. L. Cline—“‘Keeping the Policyhold- | 


ers on the Books.” 


W. T. Bissell—‘“Covering Every Need | 


with the Ordinary Life.” 
J. H. Copeland—“Talking Income In- 
surance to Your Prospect.” 


B. J. Stumm—“Practical Methods of In- | 


creasing the Amount of the Average Pol- 
icy.” 

R. lL. Dillon—“Writing Insurance 
the Rural Communities.” 

M. H. O. Williams, Assistant Superin- 
tendent of Agencies—‘“Proof of the Pud- 
ding.” 

Tom Gilliland—‘“Forget Yourself for a 
Little While.” 


The general agency paid for $8,179,400 
of business last year. During the nine 
years that Mr. Cowan has been at the 
head of the office, it has placed on the 
books, $57,000,000 of insurance. 


Tax Bill Defeated 
ST. LOUIS, MO., Mar. 4.—A tax and 


in 





| than any other company. 


| 


revenue measure drafted by the Taxa- | 


tion Committee of the Missouri House 
was slaughtered by that body Feb. 26 at 
the first night session by a vote of 85 
to 47. Mainly responsible for the death 
of the measure was the attempt to com- 
pel the domestic insurance companies of 
Missouri to pay taxes of their capital, 
surplus and unassigned funds, which 


| 


| 
| 


pay several millions additional to the 
state each year and make it virtually 
impossible for them to compete with 
insurance companies from states in 
which the home companies enjoyed fav- 
orable legislation. 





Governor Vetoes Bill 


FARGO, N. D., March 5.—Following 
the receipt of the news of the govern- 
or’s veto H. B. 62 which provided for 
reciprocal agreement between insurance 
agents of North Dakota and other states, 
the executive committee of the North 
Dakota Underwriters met and issued a 
statement voicing unanimous approval 
of the governor’s act. The bill was 
by non-member agents and 
the North Dakota organization has 
fought it from the first. 





Close School Before Convention 


KANSAS CITY, MO.—The second 
session of the life insurance school with 
faculty from the Pittsburgh University, 
will be held at dates that will close it 
just before the National Association 
convention, so that underwriters attend- 
ing the 10 weeks’ course can stay on a 
few days longer and get the benefit of 
the convention. Joseph Lockwood is 
chairman of the Underwriters associa- 
tion special committee on the school. 





Northwestern Men Choose Phillips 


E. M. Phillips of West Union, Iowa, 
was elected president of the state asso- 
ciation of Northwestern Mutual agents 
at the annual meeting at Cedar Rapids 
last week. There are 300 agents of this 
company in Iowa. It was announced at 
the meeting that the Northwestern car- 
ries policies to the amount of $120,000,- 
000 in Iowa, which is $20,000,000 more 
That com- 
pany has loaned $60,000,000 on Iowa 
real estate. 





To Take Advantage of Convention 


KANSAS CITY, MO.—Tentative 
plans are being made by general agents 
and agency managers at Kansas City, 
for individual meetings during the na- 
tional convention in Kansas City this fall 
The sessions of the convention will be 
held in the Orpheum theater, mornings 
only—the afternoons being free for the 
agency meetings, committee meetings of 
the National association, and for other 
matters that will be arranged, includ- 
ing entertainment. 


Ted Anthony’s Change 


_ Ted Anthony has resigned as super- 
intendent of agencies of the Royal Union 


would. have forced. those companies to | Life of Des Moines, to become a vice- 








president and director of the Uni 


States Reserve Life of Kansas City, 


The annual meeting of the company 
recently held at which Mr. Anthony 


appointed, All of the other officers we 


re-elected. 


will have charge of the agency fgg 


Mr. Anthony in his new connec 


and expects a production of $3,009 
or $4,000,000 for this year. 





Travelers Held Open House 


The Travelers held open house ins 


Chicago branch office in the Insuray 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 
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MR. AGENT! 
Do you care for QUALITY, not 
SIZE? 


70 years? 


Then why not take a General 
¢ Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS | 


ST.CK! WRITE THE HOME OFFICE 
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MORE THAN 50% 
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of the business written by some of = a} 
agencies is a direct result of the Fide ~ . 
service. Our agents interview interest 


8 le who have written the 
Gace tor lntermation. _ 
Fidelity is a low-net-cost company ' ‘ 
ing in 40 states. Full level net rae 
serve basis. Over Quarter of @ — 7 
force. Faithfully serving insurers 5! 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILA 
Walter LeMar Talbot, President sal 
A few agency openings for the right 
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SPLENDID 
OPPORTUNITY 


strong, © 
e com 
capable 


A rapidly growing, ast 
ern, old line life insurance 
pany has an opening for 4 “ 
assistant actuary. Write = 
qualifications and salary CPO. 
All replies treated as strictly 
fidential. Address N-26, aa 

Care The National Underwritel- 
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Age, Sound Experience, | 
Low Cost, a Splendid Record ior | 
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change last Thursday. 
rating the completion of the rear- 


ngement an 
here were dozen of bouquets. 


anager Albert Lantz of the casualty 
epartment acted as hosts. A large num- 
ser of friends of the company called to 
bay their respects. There were many 
managers* and representatives of other 














House ompanies that visited the office during 
rouse j eday. The Travelers office in Chicago 
fanned “Wi. nder its new arrangement is one of the 










rgest insurance offices in the city and 
in keeping with the standing and pro- 









1es 







line of 
ten. 
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pressive spirit of the institution. 





Pays Tax Under Protest 


The Northwestern Mutual Life has 
aid its taxes to the state of Wiscon- 
sin amounting to over $900,000. Part 
of the taxes were paid under protest. 
wo checks were presented. The first 
heck was for $866,781.08. This is for 
ts regular license fee. A check of $48,- 
588.49 was paid under protest, this be- 
ing 3 percent interest on certain bonds. 
Commissioner Smith ruled some time 
ago that the company also must pay 
interest on its bonds and demanded col- 
lection of $250,000 in back taxes. Suits 
are now pending in the circuit court of 
Dane county. 





| 


















Hearing on Code Bill 


Hearing on Bill 175S, embodying the 
recodification of the Wisconsin insur- 
ance statutes, will be held before the 
senate corporations committee at Madi- 
son on Thursday and Friday, March 5-6. 

The hearing is expected to attract 
more prominent insurance persons to 
Madison than have ever before as- 
sembled at the Wisconsin capital, as the 
bill to be considered contains a good 
many features which are objectionable to 








—_————— 
———_ 


ry, not 
erience, | 
cord for | 


j ) 
| 
| 





y operat: 
ium 
ma 
LIFE 
)ELPHIA 
ent 

ght men 


ae 





different elements in the insurance busi- 
ness. Health and accident companies 
take particular exception to its provi- 
sions in their field. 

The recodification was arranged at 
the suggestion of Commissioner 
Stanley Smith and the bill, having his 
approval, will be backed by the state 
administration. 


Non-Medical Bill Killed 


The Nebraska bill permitting life com- 
Pamies to issue policies up to $10,000 
without a medical examination was 
slaughtered in the house on third read- 
ing, after it had received the sanction 


It was cele- 


d redecorating its big office. 
Manager 
WH. Kolb and Assistant Henry Tank | enough votes to get just one more than 
f the life and accident department 
nd Manager L. J. Kempf and Assistant 


of the committee of the whole. The 
fraternals, which look upon this letting 
| down of the bars in the state as giving 
them too strong a competition, rallied 





half of the members. On first roll call 
the vote stood 47 to 46 against, and 
under the call of the house six of the 
seven absentees showed. Five of them, 
however, voted against the bill, leaving 
the county 48 to 51. Representative 
| Rodman, in private life a life company 
| vice-president, and another member 
| changed to the negative, notifying the 
| house they did so for the purpose of 
| later moving a reconsideration. 








Suicide Had $75,000 Insurance 


The estate of Hermann W. Caldwell, 
life insurance agent who committed sui- 
cide in Sioux City about two weeks ago, 
indicated that of the $140,000 of life in- 


time, $75,000 is still collectible. Consid- 
erable of it was operative only through 
extended insurance and some was in 
force by reason of premium notes rep- 
resenting borrowings against the re- 
serves. The companies involved in the 
case are the Phoenix Mutual, Bankers of 
Iowa, Penn Mutual, Central Life of 
Iowa, Mutual Trust, Guardian Life of 
New York, Equitable Life of Iowa and 
Knights of Phythias. Mr. Caldwell’s 
will provides for a trusteeship and the 
payment of the money to his wife and 
three children in rather conservative 
amounts, providing that his children are 
to be educated up through a university. 





Central Life Agents Meet 


Salesmanship and salesmanship demon- 
strations were features of the two-day 
convention of agents of the Central Life 
of Illinois at Springfield, Ill., over the 
week end under direction of M. Kuciemba, 
general agent. Dr. W. F. Weese, vice- 
president of the company; W. R. Wilson, 
vice-president and agency director; Judge 
W. H. Hinebaugh, counsel, and Dr. W. T. 
Burrows, medical director, were speakers. 
Dr, Weese was presented with a gold 
watch during the session, and Mr. Ku- 
ciemba received a silver set from the 
agents. 





Central Life Entertains 


The Central Life of Iowa entertained 
its 300 employees at a banquet and ball 
Saturday night at the fashionable Wa- 
konda club. The hosts included Oliver 
Cc. Miller, George N. Ayers, E. P. Carr, 
Homer A. Miller, Dr, . I, Olson, Dr. 
T. C. Denny, F. G. Wolfinger, P. M. Henz- 
lik, L. A. Anderson and John A. Wilson, 
representing the official staff of the or- 
ganization. 








surance which he had in force at one | 
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| 20 Pay Life, .if you live— 
Ordinary Life, if you die= 


“Complete Protection’ 


Our “Complete Protection Policy” is, in itself, both a 20 Pay 
Life Policy and an Ordinary Life Policy, being an Ordinary 
Life, if you die—and a 20 Pay Life, if you live. 
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Here is a policy for which there is a definite tangible demand. 
It is a policy which You Can Sell. 

The National Savings Life is now operating in Kansas, Arkan- 
sas, Illinois and Missouri and is steadily going forward. 










It will pay you “Mr. Underwriter” to get in touch with us. 
We are looking for wide-awake producers and will gladly ,con- 
sider your application. 


NATIONAL SAVINGS 


JLy il = 1 


INSURANGE GOMPANY 
National Savings Bldg. Douglas at Emporia 
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INCORPORATED 187! 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 

Issues the most liberal forms of ORDINARY Policies 

with premiums L. wR danas or quarterly 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00 


with premiums cote: 
CONDITION ON DECEMBER Si, 1924 
ceeccecoccecseseesococessoossocesecssoncoces cecvcccccecceet ere 





Insurance in 
Payments to Policyholders 
Total Payments to Policyholders since Organization.............++++ 

JOHN G. WALKER, 
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COMPANY IS BRANCHING OUT 





United Mutual Life of Dallas Is Ap- 
pointing General Agents in Different 
Cities in Texas 





em United Mutual Life of Dallas, 
oe which heretofore has confined its 
Perations to Dallas and vicinity, is now 
arranging to open general agencies in 
pouston, Beaumont, San. Antonio and 
net Plaheds-o Floyd L. Fowler, who 
: ormerly with the United Fidelity 
. ¢ of Dallas in the El Paso field, where 
a Was a star producer, has gone with 
e United Mutual Life, taking the 
ood county or home office general 


nv: T. Kennedy 
en appointed gen 
of counties in 


of Tyler, Tex., has 
eral agent for a num- 
east Texas. 


-__.. 


Opens Fort Worth Agency 
goames Blair Harris, 
e¢ Amicable Life of 
ea quarters at Dallas, has opened an 
in Fort Worth. Mr. Harris has 
agencies in Ennis and Waxa- 


general agent for 
Waco, Tex., with 













chi 
slant Says other agencies will be 
as the occasions arise. 






|a special edition to the event. 
| ally, the reading matter of such an ex- 


SPECIAL EDITION FOR LAMAR 





Opening of Jackson Company’s New 
| Home Office Given Some Novel 
Publicity 





The opening of the new home office 
building of the Lamar Life in Jackson, 
Miss., recently was attended by a novel 
|publicity feature. The “Clarion-Ledger,” 
|a morning daily published there, devoted 
Natur- 





tra would center around the company, 
but in this instance, the advertisements 
kept pace with the news columns. Many 
concerns, including contractors, furni- 
ture dealers, office supply houses, and 
others, advertised the fact that they had 
had a part in building and equipping the 
home of the Jackson company. Nearly 
every one of the advertisements in- 
cluded a cut of the building. 

A considerable amount of the reading 
matter in the “Clarion-Ledger’s” special 
deals with the growth of life insurance, 
particularly in the south, and reading the 
Lamar’s “Bit of History” along with 


the other articles, one learns that its | 


growth and development has been pro- 





portionate to the expansion of life insur- 

















EDW. G. SOURBIER CHAS. W, FOLZ 
President Secretary 

Age of this Life Insurance 
Institution— pedponit ee. 

| 15 Years! \ LiFe INSURANCE $89,000,000 

| Get the Reason! 

| 

‘| PUBLIC SAVINGS INSURANCE CO. 

'| Public Savings Building : : : : Indianapolis, Indiana 


| PROTECTION FROM AGE 1 DAY TO 65 YEARS 








IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com-~- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen, Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 


Write to: 
| J. R. Kruse, Vice-President 


| CALIFORNIA STATE LIFE 


Sacramento 
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52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 








Once a Policy- 
holder—Always 
a Prospect. 


The 
Policyholders’ 
Company 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 


, SS 2. . 6 a ) i }) a 7 a | 




















— + — Se me 











“mena RN I ll I Ef TF — a fa eS 














——- -— — -_ __— 
a 








ROCKFORD LIFE 


For direct contract with Company, write to , 


FRANCIS L. BROWN, Secretary and Manager 
ROCKFORD, ILLINOIS 

















— 


ance itself, in that part of the Unity 
States. 

The Lamar building is the largest anj 
tallest office building in Mississippi. Th 
original capital of the company was co. 
tributed by Mississippians, and nearh 
all of it is still held by residents of ty 
state. 








Life and Casualty Agents Gather z 
Home Office in Nashville — 
$89,000,000 in Force 





NASHVILLE, TENN., March 4- 
The annual conference of officials an 
field men of the Life and Casualty wa 
held at the home office Feb. 28-30, wis 
250 delegates from 15 different stats 
attending. 

The local officials were hosts at, 
well appointed banquet Friday night. 

According to the report made by tk 
company, it has since its organization jp 
1903 paid out nearly $14,000,000 to peo 
ple of the south. In addition there 
invested in the south $4,000,000. Fiftees 
hundred people are employed by tk 
company and 700,000 people are policy. 
holders in the company. 

The Life & Casualty has $167,873, 
of insurance in force, $89,000,000 being 
in life policies and more than $78,000,000 
in travel and pedestrian insurance. 





TO REGULATE ASSOCIATION 








| Arkansas Commissioner’s Bill Giving 
Control Over Assessment 
Companies Passed 





| 
| LITTLE ROCK, ARK,, March 4- 
For several years the insurance com 
missioner of this state has been making 
|an effort to secure legislation that wil 
| enable him to supervise operations 0 
mutual assessment life and accident com- 
panies. The laws have heretofore beet 
very lax in this respect. A great many 
| companies have been operating in the 
state and have not been living up to their 
| contracts but have been scaling down the 
benefits when expenses have been hea) 
| The commissioner has termed thes 
“flim-flam” companies. A_ law has 
passed both houses defining such com- 
panies and providing for their regulatio 
Under this bill all assessment com 
panies must give a bond in the amoutt 
| of $20,000 for the protection of polity: 
holders. An annual statement of tm 
| financial condition of the company must 
| be sworn to and filed with the com 
missioner annually. All agents must 
licensed. The company is subject to & 
amination on the part of the insurane 
department at any time. The company* 
license to operate shall not be renewe! 
at the end of each insurance year 
|the benefits have been scaled down 
account of insufficient funds. If a co™ 
pany is found insolvent at any time % 
the insurance commissioner he shall fe 
port the matter to the attorney gener 
| who shall go to the court with an ordet 














OVER FOUR HUNDRED MILLION INSURANCE IN FORCE. 


OF INSURANCE IN FORCE DURING THE LAST FIVE YEARS. 


WITH THIS FAST GROWING LIFE INSURANCE GIANT. 
CALL AT OUR NEAREST DISTRICT OFFICE OR WRITE TO 


HOME OFFICE: CINCINNATI, OHIO 
W. J. Williams, President 








THE WESTERN AND SOUTHERN HAS MORE THAN DOUBLED ITS AMOUNT 


AMBITIOUS, FORWARD LOOKING MEN, WHO ARE CONSIDERING THE LIFE 
INSURANCE PROFESSION AS A CAREER, ARE INVITED TO GET IN TOUCH 


The Western and Southern Life Insurance Company 




















ANNUAL CONFERENCE IS HELfs 
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estraining the company from continuing 
is business or tor the appointment of 
gents or receivers. The insurance com- 
rissioner himself can revoke the author- 
ty of the company at any time but must 
vive a hearing 10 days in advance unless 
he company is insolvent. . 
These conditions do not apply to in- 
tustrial or weekly payment lite and acci- 
‘ent companies. The weekly payment 
ompanies cannot be organized on the 
Lssessment plan but must be legal re- 
erve companies. They may be mutual 


yr stock. 





















Maher Visiting Texas 


John G. Maher, president of the Old 
Line Life of Lincoln, was in Texas this 
week. He spent most of the time with 
|. Frank Montgomery, state agent with 
headquarters at San Antonio. The Old 
Line has been operating in Texas but a 
few months. The officials went to Dal- 
las and looked over the situation, which 











led to a report that an agency plant 
would be established in the north Texas 
metropolis. Mr. Maher was pleased 


with the showing his company has made 
in Texas. 


Summer School for Oklahoma 


The summer school of life insurance 
salesmanship, sponsored by the Okla- 
homa Association of Life Underwriters, 
is practically assured for Oklahoma 
City. The announcement was made fol- 
lowing a trip made by C. C. Day, pres- 
ident of the association, George E. 
Lackey, vice-president of the National 
Association of Life Underwriters and 
Russell L. Law, chairman of the edu- 
cational committee, to Fort Worth, and 
Dallas, Tex. Texas general agents 
pledged 35 students for the school, ac- 
cording to Mr. Law. Now it is up to 
Oklahoma and other neighboring states 
to produce 65 students, which is neces- 
sary to insure the success of the school. 

Financing the school will be operated 
upon a basis of a tuition fee of $100 for 
each student. Present indications are 
that the personnel of the student body 
will include underwriters of all classes 
of experience, from beginners to general 
agents. 





Missouri State Men in Texas 

je 2 
Missouri State Life, together with E. 
M. Singleton, son of the president of 
the company, was in Texas visiting the 
agents last week. At Houston the vis- 
iting officials were guests at a banquet 
given by the Houston office. The Mis- 
sour! State people said they are pleased 
with the amount of business written in 


Lawrence, vice-president of the | 


Texas and with prospects for the year. | 


Change Arkansas Department 


Governor Terral of Arkansas has 
signed House Bill 67, abolishing the 
offices of state insurance commissioner 


and fire marshal and creating the new | 


office of commissioner of insurance and 
revenue. The bill prescribes the duties 
of the new officer, who will serve for 
tour years. He will be appointed by the 


governor and will himself commission 
two deputies. 

The question of who will head the 
new department is still undecided, but 
it is practically certain that Commis- 
sioner Harrison, who succeeded to the 
post on the retirement of Bruce T. Bul- 
lion, will not get the appointment. 


Great Southern Convention 


The annual agency meeting of the 
Great Southern Life will be held at Gal- 
veston and Houston June 22-24. The 
company is arranging to make the out- 
ing this year one of the most enjoyable 
as well as most profitable for the agents. 
There will be several inspirational ad- 
dresses dealing with subjects of busi- 
ness getting and there will be banquets, 
boatings, swimming parties and lunch- 
eons for entertainment. The last day 
of the convention will be spent at Hous- 
ton where the home offices are located. 


Bill Up Requiring Reserve 
OKLAHOMA CITY, March 4—Mu- 


tual aid or assessment itisurance asso- 
ciations operating in this state will have 
to maintain a reserve if they wish to 
continue to write business in Oklahoma 
under a bill reported to the senate Mon- 
day. Twelve organizations of this class 
in Oklahoma depend on the collection 
of post-mortem assessments for the pay- 
ment of claims. This has proven un- 
satisfactory and is inadequate in many 
cases, according to Jesse C. Reed, in- 
surance commissioner, and the insurance 
commission. The bill will permit those 
now in operation to reincorporate under 
a plan designed to gradually build up 
a reserve. A bond of $5,000 or more, 
amount to be named by the commis- 
sioner, is also required. The plan states 
that every vear they will be required to 
levy fee assessments of at least $1 in 
addition to death claims, and_ these 
assessments will go into reserve funds. 
No new ¢ompanies of this kind will be 
licensed. 


Commission After Rebaters 
NASHVILLE, TENN., March 4.— 


Commissioner A. S$. Caldwell, has 
sued a statement stating that many com- 
plaints have been received to the effect 
that some life insurance agents are re- 
bating, and declaring that such rebates 
are in violation of the law. He stated 
that any agents found to be rebating or 
offering rebate, will be subject to can 
cellation of license. The law also pro- 
vides for a fine, not less than $100, nor 
more than $200. 


is- 





New Texas Company 
DALLAS, TEX., Mar. 5.—The Union 


Standard Life is being organized here 
with a capital of $200,000 and surplus 
of $100,000. The organizers expect to 
have the company ready to start writing 
business about May 1. Eugene DeBor- 
goy, a prominent Dallas attorney, is the 
chief factor in the company. Mr. De- 
Borgoy states that over 100 of 
most prominent business men in Texas 
are already interested in his project. It 


the | 
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Not an old Company. 


Not a large Company—as yet. 


But a Company growing rapidly 
in policyholders and agents. 


And rendering satisfying 


Service 


to both. 


Continental Assurance 


Company 


H. G. B. ALEXANDER, President 


CHICAGO, ILLINOIS 











The Child’s 20-Pay Life Optional Endowment Policy 


Great Republic Life Insurance Company 


of the 


of California 


Protects both the child and its parents and includes waiver of 
remium in event of death or permanent total disability of the 
ather, who is the beneficiary. Agents are enthusiastic over its 


wonderful selling features. 


If you are interested, write for 


copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bidg. 
Dallas, Texas 


P. O. Box 148 
Little Rock, Arkansas 


W. H. SAVAGE, Vice-President 
Los Angeles, California 


E. L. BLACK, State Manager 








New 








Loans at end of Second Year 


Policy 


Broader Double Indemnity Clause 


Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 


66 BROADWAY 





ORGANIZED 1850 
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nsurance Company 


OF DES MOINES, IOWA. 
Organized 1967 






Now entering upon its 19th year. Over $20,000,000.00 in force. 
Assets close to Two Million. Legal Reserve One Million and a Half. 
Surplys to Policyholders over Quarter of Million. 


Home Office 
Des Moines, lowa 


State Branch Offices: 


Sioux City, lowa Mankato, Minn. Lincoln, Neb. Topeka, Kans. 






































Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are “‘hard- 





OUR FIBLD boiled’’ on advances. 
Over @ million and a hal) 
geiko 9 policyholders im thes 
OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
S. M. CROSS, President 














ANNOUNCES 
LARGEST DIVIDENDS 
IN ITS HISTORY 





EQUITABLE LIFE OF IOWA 


Founded: 1867 Home Office: 





Des Moines 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J.C, MAGINNIS, President 
J. BARRY MAHOOL. Vice-Presiden 


J. N, WARFIELD, Jr., Secretary-Treasurer 
Dr. J .H. IGLEHART, Medical Director 











Life Insurance for a Greater Number 

The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the in- 
sured carried no other insurance. 


A National Life Contract offers the opportunity for increased earn- 
more msurance to more people. Top contracts available in choite 


Des Moines, Iowa 





ings through selling 
territory. 


National Life Association, - 

















is the desire of Mr. DeBorgoy to secure 
an experienced life insurance official to 
serve as president. 


Cut Oklahoma Department Funds 


If a bill that passed the Oklahoma 
senate Thursday becomes a law, the ap- 
propriation for the maintenance of the 
state insurance department will be re- 
duced 30 percent. The bill allows $18,- 
455 for this purpose, as against $30,930 
appropriated, for the current year. It 
has passed the senate and will come be- 
fore the house shortly. The functioning 
of the department will be materially 
crippled if this appropriation passes the 
house, Commissioner Read said. With 
the present allowance of nearly $31,000 
it is not functioning as it should, he 
added. One of the most important de- 
partments affected is the actuarial de- 
partment, which was reduced from $2,000 
to $1,000. “We really need more than 
$2,000 for this particular phase of the 
work,” he said. “Other states have from 
$4,000 to $12,000 for this office alone, but 
I believe $5,000 would be adequate to 
properly take care of the actuary’s office 
in Oklahoma.” The office printing was 
cut to $1,500. With this meager sum, 
Mr. Read said, he can not put out the an- 
nual report, which is prescribed by law. 
The extra help fund was also reduced 
from $2,400 to $800. 





Southern Notes 


G. C. Morrison, manager of the Harri- 
son agency of the Home Life of Arkansas, 
Little Rock, Ark., was elected to the board 
of directors of the company at the annual 
meeting of stockholders. ‘ 

Miss Rose Lee Dukes, for several years 
a life underwriter connected with the 
Engelsman & Goldstandt general agency 
for the Equitable Life of New York at Ok- 
lahoma City, has been appointed general 
agent there for the Continental Casualty. 
Miss Dukes will retain her connection 
with the life company, in addition to her 
new association. 








PACIFIC COAST FIELD 
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OCCIDENTAL LIFE MEETING 





Agents Were Called in for a Business 
Conference—Secretary Giles Re- 
views Work of Year 





The Occidental Life of Los Angeles 
held its agency meeting“at Santa Cat- 
alina Island, Cal. It was a meeting of 
managers and supervisors in addition to 
that of the agents. Secretary Robert J. 
Giles addressed the $100,000 Club on 
“Retrospection and Prospection.” He 
said that the company can write all busi- 
ness that will pass muster this year. It 
is in a position to assimilate all that 
the agents offer. There were a number 
of talks by both managers and agents. 
The officers of the agency organization 
for this year are C. E. Cleeton, presi- 
dent; W. A. Mattis, first vice-president; 
D. H. Knoop, second vice-president; 
W. A. Woods, secretary and H. J. How- 
den, sergeant-at-arms. 


LIFE COMPANIES FIGHT BILL 








Would Prohibit Printing of Dividend 
Forecast By Participating Com- 
panies in New Mexico 





SANTA FE, N. M., March 4—Life 
companies are opposing section 63 of. 
the proposed new state insurance code 
bill now on the legislative calendar here. 
The bill as originally printed, it is de- 
clared, would prove ruinous to partici- 
pating companies. 

It provides that no company licensed 
in New Mexico, or any officer, director 
or agent of such company may issue or 
print, or cause to be issued or printed 
any itemized circular or statement of 
any kind estimating the amount of any 
benefits contained in any policy, the 
payment and amount of which is not 
guaranteed. First violation penalty 
provided is suspension of license of 
company or agent; second violation re- 
vokes license. 

Patently, no company can guarantee 
the amount of dividends, which may 





















earnings and expenses of the compa 

Furthermore, it is pointed out, 4 
non-participating policy, on its fa 
carries a lower premium rate than 4 
dividend-earning policy. But this 
tion of the code bill, if enacted, woy 
give the non-par agent the appare 
advantage over the salesman represey: 
ing a participating company by tyig 
the hands of the latter. 

The section, according to those wy 
support it, is designed to protect ty 
purchaser from extravagant claims a 
imaginary high profits; actually, say » 
derwriters, it will result in untold hag 
to reliable companies now operatix 
here. 


CALIFORNIA AGENTS GATHE 


































Seventy-Five Lincoln Life Men Me 
Officers of Company at Los 
Angeles 

















LOS ANGELES, CAL., Mar. 4-4 
glowing tribute to life insurance as a 
ally of thrift and patriotism was pai 
by Rabbi Edgar Magnin, princpd 
speaker at the banquet held on the se. 
ond evening of the California section 
meeting Lincoln National Life agents 

Seventy-five representatives from d 
parts of California attended the thre 


day gathering held Feb. 23-25. 
Shepard Presides 










Vice President Walter T. Shepari 
who presided over the sessions, acted 
as toastmaster at the banquet and pr 
sented the honor emblems to the Ci 
fornia leaders. Miss Anna M. Lanii 
of Taft is the first saleswoman to git 
membership in the Minute Man Club, 
organization of agents who pay it 
$100,000 of business in the last for 
months of the year. 


Will Lead the Company 


State Manager H. G. Everett of Lo 
Angeles pledged that the Caliform 
agency would be the leading Linco 
National Life agency in 1925, pointing 
to the growing agency force and the In: 
provement in business conditions # 
definite reasons for the pledge for leader 
ship. 


CLEGG PICTURES LIFE 
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Mr. 
AGENT’S OPPORTUNIT! FF sy" 
(CONTINUED FROM PAGE 5) vee 
details take care of themselves. I a Mr. 
name two hundred companies in whi? Bi rector, 
taking into consideration the bene’ B® compa 
had if one lives his expectancy the result I work 
is the same, net cost. +. ail dent. 
Why think of competition? ‘Ve ™ JB} depart 
always have competition. Always = sistant 
petition of individuals. If you are 0* Hi} manag 
competent you will win. — . admin: 
We are often asked why life insuran® I 1924 y 
costs so much more than fire insuranc ordina: 
The reason is life insurance is based 
the certainty of a loss through pee 
becoming economically dead by ol Detal 
disability or death. A fire loss prem = Week 
is based on a possibility. A compe’ souri § 
may insure a thousand houses, “as 9-16, ir 
them may burn, some of them 0") BF. Law 
will, but a thousand men will all die4 — 
some date. e 
There are two types of agents, bust =e 
ness builders and business getter \ premiu; 
want to be business builders. nat The | 
haven’t begun to insure the i best fo: 
value of life in Omaha, Lincoln of af branch 
mont. Over a $1,000,000,000 2 et is “7 | 
paid out for worthless securities, c eo BE ber of 
securities that prove worthless ° that mle, 
their need is felt. We should see Oo TMP much 
this money is invested in life 7 a 
but we can’t measure up 0 ot } 
unless we prepare ourselves. for eact The » 
certain people that it is easier in typeh tienal | 
of us to do business with og BD Orleans 
one with one type, one with of come 6 
We should seek out the tyPe ert be it Mae About | 
can do the best with. We — ay ft I cont r 
the business to stay and “i as thit IE shows”) 
our business is as high 2 - business 
of a minister. We are in ya best thing 








persuading people to dot 
for themselves. 
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| IN THE ACCIDENT AND HEALTH FIELD 
_ 














PRORATED CLAIM SUIT LOST 


————__ 


Beneficiary of Preferred Risk Killed 
While Driving Truck Receives 
Full Indemnity 


PITTSBURGH, PA., Feb. 11.—The 
ppeal taken by the Reliance Life to the 
ennsy!vania Supreme Court in connec- 
ion with the payment of a $5,000 acci- 
fent policy was decided in favor of 
policyholder and the decision of the 
ycoming county court was upheld. It 


hat the man who took out the policy 
pave his wrong occupation. 

* Charles A. Nordlund, who took out 
he policy in favor of Mrs. Ruth M. 
jorlund, his wife, gave as his occupa- 
ion, “manufacturer of hardware special- 
ies, secretary and sales manager with 
pfice duties and traveling.” He was 
illed at a railroad crossing while driving 
m pleasure automobile fitted up with a 
ruck body. The Reliance company in- 
sisted that Norlund was engaged as a 
‘truck man” at the time of his death 
land under this classification the widow 
vould receive only $1,875. It is not be- 
ieved that the Reliance will carry the 
ase any further. 


UTS DOWN ON HEALTH PLAN 








Preferred Has But One Contract Giving 
Sickness Benefits, It Providing 
for Waiting Period 





The Preferred Accident announces the 
discontinuance of all health policies ex- 
cept the 40th anniversary health policy 
carrying a two-weeks’ exclusion period. 
This policy pays for 52 weeks for total 
disability, has no partial disability pro- 
vision, pays hospital indemnity and 
nurses’ fees to one-half.of weekly in- 
demnity for not exceeding 20 weeks and 
also includes a surgical operation pro- 
vision, 





Stevenson Made Director 


Mr. Stevenson, manager of the ordi- |. 


nary department of the National Life 
& Accident, was elected a director at a 
board meeting Feb. 24. 

Mr. Stevenson, the newly elected di- 
rector, has been associated with the 
company in various capacities in field 
work for the National Life and Acci- 
dent. Upon organization of the ordinary 
department in 1920, he was made as- 
sistant manager. In 1924 he became 
manager of the department. Under his 
administration the department closed 
1924 with approximately $40,000,000 of 
ordinary life insurance in force. 





Results of Lawrence Week 


wontalled reports on the Lawrence 
eek accident and health drive by Mis- 
— State Life agents the week of Feb. 
es in honor of Vice-President Thomas 
Setwrenee, shows that the field forces 
= ~~ all previous accident and 
—— records for the company in a 
- ar period. Approximately 1,000 ap- 
Cations were received and the total 

es exceeded $30,000. 
vate Cleveland, O., branch proved the 
toch the week, topping the St. Louis 
oan Prete has heretofore been the 
at = or the company. However, the 
wd uis office produced the largest num- 
of applications, the average pre- 


niums of the cl 
evela w 
much larger. nd riters being 


Martin Shows Good Record 


_ The annual statement of the First Na- 
h & Accident of New 


There has been 
pe & gain of 300 per- 
ent in past two years. The stednunent 


T. D. Martin, 


‘as claimed by the insurance company | 


IS WRITING NONCANCELLABLE 
Physicians Indemnity of St. Louis An- 
| nounces the Plan on Which It is 
| Accepting Risks 
| 








The Physicians Indemnity of St. Louis, 
Mo., is circularizing physicians, offering 
noncancellable health and _ accident 
policies without medical examination. 
The circular states, “No physical exami- 
| nation is required by any health and acci- 
| dent insurance company.” It is stated 
that the policy does not terminate at 
age 65 or 70, but protects the member 
until death. 

The policy promises $2,500 for acci- 
dental death, $150 for natural death, 
$1,000 for loss of both eyes or both hands 
or both feet, $100 per month for total 
disability through sickness or accident, 
for 52 weeks; $40 per month for partial 
disability, $25 per month for life for total 
permanent disability, and $25 per month 
for life after age 70 as an old age disabil- 
ity pension. It offers indemnity from 
the first day of disability. After a mem- 
| bership has been in force for ten years, 
| without claims, there will be a refund of 
20 percent of the amount paid in pre- 
miums, or the alternative of free ex- 
tended insurance. The noncancellable 
feature does not come into effect until 
after the first year. 

The rate is $28 per year, with a $2 
membership fee the first year. Men and 
women between the ages of 18 and 60 are 
accepted. 

The president of the Physicians In- 
demnity is Edward Dolis and the secre- 
tary and treasurer is Joseph Hetley. 





Would Increase Funeral Benefits 


Mutual assessment accident companies 
would be authorized to pay as much as 
$300 funeral benefit under a bill intro- 
duced in the Texas legislature. Under 
the existing law $100 is the maximum 
amount that can be paid. 





New Trial Is Ordered 


In an action for recovery on policies 
which provided for payment of one-half 
of the amount of insurance upon per- 
manent loss of sight of both eyes, the 
court instructed the jury that if plaintiff 
was blind prior to the issuance of the 
policy, the company’s doctor who exam- 
ined her and the company’s agent who 
solicited the insurance knew it, and 
their knowledge was the knowledge of 
the company and the company would be 
liable. Held that such instruction was 
error and judgment for plaintiff must be 
reversed and new trial ordered. Frank- 
lin vs. Metropolitan Life, Appellate Court 
of Illinois, Ist Dist, Decided Feb. 11, 





National L. & A. Promotions 


The National Life & Accident an- 
nounced the promotion of A. B. Colbath 
of Cleveland, C. Frick of Cleveland, O. D. 
Faulkner of Beaumont, G. M. Dunn of 
Jackson, Miss., and C. A. Quinn of 
Shreveport to superintendencies in their 
respective cities. James Morgan, for- 
merly of the Cleveland district, has been 
= a superintendent in New Orleans 

°o 1 





Rigg Takes Accident Department 


James H. Rigg, who for the past six 
years acted as special agent for the Chi- 
cago branch office of the Aetna Casualty 
& Surety, has been appointed superin- 
tendent of the accident and health de- 
partment to succeed W. F. Hochfelt, who 
has resigned this connection to become 
a broker for the company. 





The National Life & Accident of Nash- 
ville announces the following promotions: 
James Morgan, formerly of Cleveland dis- 
trict, has been made a superintendent in 
New Orleans No. 1. D. Faulkner, of 
Beaumont, has been elevated to a super- 
intendency in that district. G. M. Dunn 
has been advan to a superintendency 
at Jackson. C. A. Quinn, of Shreveport 





district is now a superintendent. 































John Hancock Statement 


Summary of the Report to the Massachusetts 
Insurance Department, Dec. 31, 1924 

























TOTAL ASSETS...............-- $333,197,054 


LIABILITIES 










Policyholders’ Re- 
serves 






















$287 180,280 












Additional Liabilities 
for policy payments 
to policyholders and 
others (including 
$9,400,000 for 1925 
Dividends to Policy- 
holders) 


















18,409,499 305,589,779 











Surplus Assets or Emergency Fund. .$ 27,607 ,275 










Over Sixty Years in 
Business. Now Insur- 
ing Over Two Billion 
Dollars in Policies 
on 3,500,000 lives. 


































































NOT LONG AGO— 


A young fellow in his early forties—a natu- 
ral “leader of men” possessed of the ability 
to organize—made a contract as AGENCY 
MANAGER with a progressive, Eastern, 
mutual Life Insurance Company. 


A liberal AGENCY MANAGER'S contract 
enabled him to quickly bring producers into 
his agency organization—and right from the 
start he enjoyed a good income. The Home 
Office was keenly interested in his success 
and extended to his agency every possible 
sales-help. He had something “live” to .sell 
—for the Home Office backed up his organi- 
zation with SERVICE. 


This same company wants an AGENCY 
MANAGER like him for their 


BUFFALO, N. Y., 


territory, where they now have no active 
agency. Letters from prospective AGENCY 
MANAGERS will be held in confidence. Ad- 
dress N-21, care of National Underwriter. 
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“If It Weren’t for Lapses” 


AVEN’T you often figured what a fine margin of income over your actual 
earnings you would have if it weren’t for lapses? How much better off 


the families of your policyholders! 


Haven't you longed for some sci- 


entific, practical program of conservation? 


Agents working under the American Central Plan are able to place policy hold- 
ers on an immediate and continuous resale program which capitalizes every 
opportunity for convincing the policyholder that his original judgment was good. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 


ing their insurance work and 


their insurance service. 


Any agent who feels that he might be interested in more details concerning the 


plan may readily secure them 





Perhaps the most comprehensive field 
development program ‘in existence today. 

One phase is described in this advertise- 
ment. 


by writing today to 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE Co. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 











NUMBER SEVEN IN A SERIES OF INFORMATION ADVERTISEMENTS 























George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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THE SECURITY LIFE INSURANCE CO. OF AMERICA 


W. JOHNSON, PRESIDENT 


A FIELD ORGANIZER 


CONTRACT—SALARY AND EXPENSES 


GENERAL AGENTS AND MANAGERS 


CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 


| 
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| 
| 
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{ gain, $3,120,621. 
| 


| $5,262,610. 








{ 
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Mutual Life of New York—Its new busi. 
ness last year was $414,525,946; averag, 
amount of policy, $3,363; insurance jp 
force, $3,008,991,612; gain, $191,230,617. 
assets, $714,063,793; surplus, $50,545,644 
Including dividend additions, restora. 
tions, etc., the new business amounted to 
$448,967,358. The total income amounted 
to $154,275,725. The increase in assets 
amounted to $18,315,283, and increase jp 
surplus, $7,831,302. Since beginning 
business in February, 1843, the Mutua) 
Life has paid $462,172,558 in cash divi. 
| dends to policyholders. The total and 
permanent disability benefits including 
waived premiums last year amounted to 
$522,033. The double, indemnity amounted 
to $636,299. 








x * * 

Eureka-Maryland Assurance—T he com. 
pany made a gain in insurance in force 
of $17,544,000 during 1924. Of this $15, 
000,000 was taken over from the Mary. 
land Assurance and $2,500,000 was the 
actual increase of the old agency force 
of the Eureka. During 1924 the company 
paid $155,000 in dividends, $100,000 in 
stock which increased the capital to 
$200,000, and $55,000 in cash. In addition 
| $38,000 was transferred from surplus to 
reserve account for the purpose of plac- 
| ing all reserve valuations on a standaré 
| basis. 





*x* * * 


Mutual Life of Ilinoix—Its financia 
| statement shows assets, $2,082,092; capi- 
| tal, $200,000; net surplus, $106,370; insur- 
ance in force, $20,786,137; premium in- 
|} come, $837,101. Its increase in life in- 


| surance premiums is $140,833; accident 
land health, $56,531; in assets, $251,120 
}.in surplus, $48,783; in insurance in force 


, $700,000. 
*x* * x 

Central States Life, of St. Louis.—Th 
company of Dec. 31, 1924, had $62,299,510 
insurance in force compared with $56, 
824,325 the previous year, while assets 
jumped from $5,619,942.08 to $6,378,030.73 
The new business for 1924 was $13,869,174 
on new applications and $1,312,838 on old 
policies revived and increased, a total 
of $15,182,012. This was an increase of 
$3,370,791 over 1923. The company ex- 
perienced a very favorable loss ratio. 

x * * 

Girard Life.—Paid-for new business, 
1924, $6,154,275; gain, $135,971; total in- 
come, $1,115,030; total admitted assets 
$3,681,082; gain, $396,291; surplus to pol- 
icyholders, $589,511; gain, $33,015; insur- 
ance in force Dec. 31, 1924, $27,518,959 


*x* * * 

Equitable of Iowa—The company re 
ports paid for business in January of 
The Crawford & Crawford 
general agency in Chicago led with new 


| business of $279,500. 


*x* * * 
Medical Life, Waterloo, Ia.—!. G. Lon 


| dergan, vice-president and general mal- 


|}ager, has issued its annual statement 
| showing insurance in force, $6,311,729 
policyholders surplus, 276,336; assets 


|} interest income, $1,217,618. 











| Nebraska, 
| new policies will be issued. 


$444,078. The company now has over 
$2,000,000 business in force in counties 
centering about the home office. Th 
company will now enter South Dakota 
Kansas and Illinois. Som 
Mr. Londer- 
gan has made a good record in his mat 
agement of the company. 
* * * 
Bankers Life, lowa—lIts paid-for bus! 


| ness last year amounted to $134,242,954 
| gain $11,000,000. 


The business in force 


now amounts to $768,732,413. It earned 


| 5.69 percent on its mean invested asselS 
| It gained $7,800,000 in assets, 


that item 
now being $71,813,670. The Bankers Life 
now leads all companies in new paid-ft 
business in Iowa, the gain in new bus: 


ness paid for in its home state beint 
$16,962,941. 
x * * 
Louisiana State Life—Its annual state 
|ment, which has just been publisheé 


|shows the company to be in exce'let! 


shape. The insurance in force at clos 
of 1924 was $14,000,000, an increase ™ 
$2,250,000 for the year. The compat! 


| elosed the year with a 30 percent mo 


tality record. The surplus accoutl 


: } 
|shows an increase of approximate! 
| $50,000. 


a. i 
Life.—Its annual stateme™ 


Illinois ; 
$26,514,737; increase, 


shows assets, 


| $05,804; policyholders’ surplus, $2,352,7% 


increase, $316,105; insurance in_ fore? 
$157,227,236; premium income, $4,411, 
President R 
W. Stevens says that financial strength 
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—= 
—__. rather than rapid increase in outstand- | examination up to and including $10,000, 
= ing insurance, has been stressed by the | except that if the last policy was for 
=S management of the Illinois Life. $1,000, an application for $2,000 will be 
— x * * re re ee ~ o™ benefits 
—— : may be included if desired. isability 
wb Great Republic istp—it recorded & | income may be included if the last policy 
he. gain in surplus in —— * ee = was issued with that feature. Any ordi- 
naan"? total surplus now being —— nary policy will be issued in this way, 
ey. gained in assets $429,164, increasing the except term policies. This concession . . 
rrr total of $2,828,688. Its gain in premium | 11) ‘aiso apply to policies on the lives 
), 545,644. income was $84,791, and it increased its] 9 \ omen ep all- meric | e 
restora. insurance in force to $27,028,214. The : 
unted to mortality last year was only 29.7 per- 
moun cent of the expected. This figure is 7 Penn Mutual Life 
a assets ercent less than the experience of the 
rease in resend year, which was considered A new form of policy just issued by 
nning exceptionally favorable. the Penn Mutual Life contains a new 
Mutual $28 option by which ‘the man with a small - eae e e 
eae on Som nm Dec. 31, 1924, it a w= a — engaged 2 Th 
ytal an Alamo . —O : » 296%, ncome for his beneficiary. s initia reed p Fa if | ies in 10 
ncluding had nee ye og —— = small policy supplies a monthly income 
unted to January of this year a pas busi for a term of years. The next small 
mounted ness was $425,000. February's business | )jicy will lengthen the term of years 

will approximate $600,000. The company | ,, may suffice to make the income life- 

has been in operation since Aug. 1, 1924. long 
The com- 28 8 As an illustration, the prospect may 
in force State Reserve Life, Fort Worth, Tex.— | take a $3,000 policy and provide that an 
his $15,- At the end of 1924 it hand $1,026,000 paid | income of $50 a month shall be paid to 
e Mary- for business - its ae. “- the end | his beneficiary for so long as the prin- 
was the of February the pa or business WA&S | cipal sum, plus interest additions, will ° . 
cy force $1,400,000. This company issued its allow. The following year he may take The great State of Ohio 18 always pros- 
>ompany first policy July 2, 1924. It operates | another $3,000 policy. If the income . ° ° ° . 
0,000 in JM only in Texas. under the first policy is then reduced to perous. Its interests are so diversified that it 


pital to * * & $25 a month, and the income under the 









































addition West Coast Life—lIts new business last | new policy is fixed at $25 a month, the ° 4 
rplus to oar wes $24,151,665, increase 22 percent, | combined income of $50, the amount never has times of depression such as most 
of plac- business in force, $77,058,168; increase, | stated in the first policy, can be paid for ° . 
standard [MP $12,390,857; surplus, $608,336; gain, $287,- | 142 months. other States suffer from time to time. 
658. A dividend of 12 percent has been 
declared on the capital. : : 
financial ‘a United Mutual Life P 
2; cag — eT The Unites Batual ite of Botton, win Pan-American general agency contracts are 
> insur- ||| pay its first vidend to policyholders 
ium in- NEWS OF LIFE POLICIES ||| this year. The apportionment to various 7 > . 
te | ———— —————|| classes is now being worked out. ‘It had liberal and to the right men financial as- 
accident | New Policies, Premium Rates, Dividends, Surrender |} | no death losses last year. . ° ° - > 
$251,126; J |} Vales and all Changes im Policy, Literature, Rate | sistance in keeping with sound business 
in force | Books, etc. the “Unique Manval- 
| Digest,” publi annually in May at $3.50 and tke ——— SE ° ° 
| “Little Gem” published annually in April at $2.00. | WITH INDUSTRI MEN | policy will be extended. 
is. —The | : AL | 
os ISSUES NEW CHILD’S POLICY —__———— — P A , S : a 
56.. 
— - vice inciudes: 
easels ue NEWS FROM THE PRUDENTIAL an-/“American oef 
“oe Continental Life of St. Louis Announces 
3,869,174 : —_— by 
on ol Contract — he a Benefits Promotions, Transfers and Notable Educational Course 
. = Records by Agents and Superin- 
rease of : | ; 
— . ation Glia Individual Sales Planning 
ratio. The Continental Life of St. Louis has Li et 
brought out a new child’s policy. The Unexcelled Life Policies 
yusiness, policy will give full insurance benefits pace ee Pee st ie Sub dard Policies for Under-A 
otal in- at age of 5 years and over. For ages| has just completed 25 years of continu- ubstandar oncies for Under- Average 
| assets, under 5 the amount payable for each| ous service. A banquet was tendered Li 
} to = $1,000 of insurance will be as follows: | him at which were present the entire ives 
Se Between ages 1 and 2, $200; ages 2 to| district staff and a number of invited on . 
518,98: Tl 3 “sa00; ages 3 to 4, $600; ages 4 to 5, ee cater | Child’s Educational Endowment 
$800. A Passaic, N. J district is ssomated to an G iu I anc 
any Te a jud extra premium wr > ie on assistant superintendency in the same roup snsur e 
uary of ill include a provision providing for the | gistrict. ; ici 
‘rawford payment of the premiums by the com- Edward G. Naumann, assistant super- All forms of Accident and Health Policies 
rith new pany in event of the death or total dis- | intendent of the Harrison, N. J., district 
ability of the original beneficiary. “Orig- > 1 en Met gua out 25 years of con- 
G. Lon- — te sagen pf — 4 the by 4rd The staff of Lewistown, Pa., is wel- 
‘al mat- veneficiary of the policy, who may be the coming a new assistant superintendent 
atement father, mother or guardian. in Walter H. Settle, formerly agent at 


A special application form and medical | that place. 
Advancement to the position of assis- 


311,728; 
assets blank will be used for this policy. The 


Address 


as = application requires the signature of the ee — — —— ~ 

coun™,  ciginal beneficiary only except when a a ae a oe 

‘e, The oe : ° r Charleroi. i i i 

Sakota fy ‘ Waiver of premium benefit in event |METITON ts siicer of the Balti- E. G. Simmons, Vice President and Gen’l Mgr. 


Some of death or total disability or original | more No. 2 district of the Prudential is 
beneficiary is desired. In such cases the promoted to an assistant superintendent 


Londer- 
is mat beneficiary must be examined. Where] in the same district. 

the original beneficiary is found to be an Superintendent Ernest von Kleeck of 

impaired life and can be accepted on a| the Baltimore No. 1 district is celebrat- 
or busi- tated basis an appropriate extra premium ing his fiftieth birthday and in his honor 
1,242,954 will be cha d th cy with th his district is indulging in a special in- 
in force waiy rece on Se pouty win ©] dustrial effort to show him their meas- 
+ earned iver of premium benefit clause. ; ure of regard for him. In recognition 
i assets In states which do not permit full in- | of his efficient handling of his assistancy 
rat item MH surance benefits on children this new]in the local office, Assistant C. R. 
ers = —_ will not be sold. In those states | Fletcher of Covington, Ind., has been hol 
paid-for the company will continue to issue its | tramsferred to the detached office at 
~w busi- child's pace Mle Bn policy, granting a | AUT°T Ind. Agent Luther J. Read, by 
e being death benefit of d: half ti reason of his satisfactory record, has 

t] ~ or once an a fa MME€S | heen selected to fill the vacancy caused 

1€ premiums paid on the policy. by the transfer. 
al state tins 
iblished . 
xce'lent Prudential San Antonio Drive Gets Results . 
at close ms... the recent business conference the Nearly 100 persons-attended a banquet 
pease . —, announced that it was pre- | given at San Antonio, Tex., for the local 
ompan} “ © consider applications for addi- | emp) of . ? 1 Life 
nt mor- tional ordinary insurance without medi- as pie A Eg ten = yd =: NEW ORLEANS, U. S. A. 
accout! cal examination on any policyholder up| selling drive conducted in southwest 
imatelt birthda cluding 45 years of age, nearest | Texas territory by salesmen of San An- 

y, at the time the application is|tonio district No. 1, under the leader- . . 
. — on whose life an ordinary policy | ship B J. A. Flack, —eeehemenn” Crawford H. Ellis, President 

ateme™ at een issued at standard rates with It was announced that $300,000 or- 
ise, i ull medical examination within 12 dinary life and $130,000 industrial in- 
352,78 nnthe prior to the application for new | surance, was written during the drive. 
n_fores assurance. Applications for such new Among the principal talks were those 


trengt) 










uaurance will be considered for an 
unt not in excess of the amount of 


made by W. W. Collier, former state in- 
surance commissioner; J. A. Flack, local 





the last policy issued with full medical 





superintendent; and E. C. Pollard and 
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Opening New Territory 


AMERICAN 
NATIONAL 


INSURANCE CO. 


Galveston, Texas 











In the States of South Carolina, Virginia, West Vir- 
ginia, Minnesota and Oklahoma, we have no contracts 
which would effect negotiations for the entire State. In 
every instance, we will consider with the proper man 
an office fully equipped and maintained from the Home 
Office, with exceptionally liberal contract terms. 


Able Men Wanted 


The American National is a big and successful com- 
pany writing a large volume of business, In the States 
it is now planning to develop it wants the same char- 
acter of men that have demonstrated their ability in its 
older fields. 


Successful producers who are ready for larger work 
will do well to communicate with this company. Its 
policies and rates stand the test of modern needs. It is 
20 years old, has a quarter of a billion in force, assets of 
over $20,000,000 and surplus to policyholders of over 
$3,000,000. It has paid policyholders over $16,000,000. 


A gain of $37,000,000 in force last year shows that 
it has sufficient vigor to give its field force worth-while 
backing. It is now operating in 22 states. 











Men who, with the backing of such a company, can 
develop the territory assigned them, are invited to 
address Will H. Ford, Manager, Ordinary Agency De- 
partment, at Galveston. Communications will have 
prompt attention. State past experience and record. 
Previous general agency experience is not necessary, 
but good character is essential. 


American National Insurance Company 


GALVESTON, TEXAS 
South Carolina Virginia West Virginia Minnesota Oklahoma 























A. G. Palmie, representatives of the home 
office. 





Omar Reber Honored 


Associates of Omar C. Reber, assistant 
superintendent of the Prudential, De- 
troit No. 2 district, recently joined with 
him in the observance of his 20th anni- 
versary as a Prudential man. During 
the ceremonies he was presented with 
his “Old Guard” badge and certificate 
and a floral tribute from the members of 
the district staff. An address was made 
by Superintendent P. M. Russell of the 
Detroit No, 4 district. Mr. Reber’s en- 
tire service with the Prudential has been 
in Detroit, and year after year he has 
made a splendid record. He began as an 
agent Feb. 3, 1905, and was promoted to 
an assistancy Feb. 3, 1908. 


CHANGES BY JOHN HANCOCK 
Promotions Are Announced at a Num- 
ber of Points—Some Transfers 
Are Made by Company 





The following have been promoted 
from agents to assistant superintend- 
ents in the districts of their service: 

John Engebretson, St. Paul; Joseph P. 
Hand, Amsterdam, N. Y.; Charles’ R. 
Zurfiuh, Philadelphia 2; John P. McCor- 
mick, Taunton (Attleboro, detached); 
William E. Scully, Roxbury; Walter G. 
Garretts, Elizabeth, N. J.; Anthony G. 
Kaslow, Binghamton, N. Y.; J. Fraley 
Barm, Pittsburgh No. 1; John F. Smith, 
Des Moines; Sigmund Troum, Jersey City 
(Bayonne detached). 

Promoted and Transferred—Andrew A. 
A. Carroll, from agent at Malden to an 
assistant superintendent at Hyde Park 
agency. 

Assistant Transferred—Walter J. Deg- 
ler, from Pittsburgh No. 1 to Cleveland 
No. 1 agency. 

Other Changes—Alphonsus G. Mac- 
Donald, from assistant to superintendent, 
to agency supervisor at Malden, Mass.; 
Harry B. Gruenberg, from assistant to 
superintendent at New York No. 2 to an 
assistant superintendent at Jersey City, 
N. J.; Ralph A. Nerrie, from cashier at 
Philadelphia No. 3 to cashier at San 
Francisco, ordinary agency; Charles V. 
Monaghan, from assistant cashier to 
cashier at Philadelphia No. 3; John C. 
Martin from agent to assistant at large 
at Boston. 





Lansing Agents Meet 


LANSING, MICH., March 4—West- 
ern and Southern Life office here held 
a banquet Saturday night at the expense 
of the low score team for February and 
to honor the recently appointed district 
superintendent, C. L. Dougherty. Milo 
B. Alexander was the winning, assistant 
superintendent and the loser was Will- 
iam Bartlett. The dinner meeting will 
be made a monthly event. 





Western & Southern News 


A. J. Strang, formerly special repre- 
sentative of the ordinary department of 
the Western & Southern Life, has been 
appointed superintendent and placed in 





charge of the Cleveland Edgewater 4 
trict. 

A recent addition to the field force, 
the Western & Southern is Elmer 9 
Horne, who has been appointed speg; 
ordinary representative. Mr. Horne 
eminently fitted for his new posit 
through experience, and proved abjjj; 
as a writer of ordinary. Mr. Horne fy. 
merly represented one of the leading 
companies, 















Peerless Writing Industrial 


The Peerless Life of Kansas City 4 
adding a third department to its buy 
ness, an industrial department. Ty 
company began operations with two & 
partments, ordinary life and acciden 
Harvey O. Maddox, president of the com 
pany, sees in the industrial departmey 
an opportunity to extend the company’ 















service. The company operates only & 
Missouri. 
Ireland Takes New District ) 
James R. Ireland, superintendent ¢ HO 
one of the Chicago south side distri 
for the Prudential for the last 16 yean Lou 
has been given charge of a new sout Stat 
side district following his return fra n yeal 
Florida where he had been on sick leanimmpr the 
for a number of months. His former pos m yea 
tion was filled by Frank A. Baldwin, wh r. Fa 





had been assistant superintendent on th 
west side. 













Kelly Transferred to Newark 


Jas. P. Kelly, superintendent of t& 
Prudential at Burlington, Vt., has be 
transferred to Newark, N. J., No. 3 ds 
trict. Supt. Boni, formerly at Newat 
No. 3, has been transferred to Hack 
sack, N. J. Mr. Kelly was, many yes 
ago, at Detroit, Mich., and is one of th 
Prudential’s old timers and tested men 

































E. S. Andrews Advanced 


E. S. Andrews has been appointed 
pervisor of field instruction of the Pr 
dential. He has visited various parts 
the country in connection with the wor 
of instruction along ordinary lines. 
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Prudential Promotion 


Guy M. Hazard, for the past sevé 
years with the Prudential, has been pi 
moted to assistant superintendent # 
Seymour, Ind. He succeeds W. S. Boe 
well, who resigned to take up work it 
the ordinary branch. 





he Miss: 


Public Savings Changes 


The Public Savings announces the fol 
lowing changes: 

Agent W. I. Stone of Clinton, Ind., pre 
moted to superintendent at Indianapolt 
north. ‘ 

Agent F. C. Cole promoted to superi 
tendent at Elkhart, Ind. 

Agent C, J. Nielsen promoted to super 
intendent at Detroit 1 

Agent J. L. Lunsford promoted to 
perintendent at Terre Haute, Ind. 

Agent C. A, Rudolph promoted to 
perintendent at Wabash, Ind. 4 

Agent J. E. Syposs, Toledo 1, promo 








to sugerintendent. 























MINNEAPOLIS, MINN., March 4. 
—More than 150 members of the Minne- 
apolis Association of Life Underwriters 
turned out to greet their national presi- 
dent, John W. Clegg of Philadelphia, on 
his first visit here since his election last 
summer. An evening dinner was hastily 
arranged by Secretary Patterson and 
though he had short notice to get the 
news to the members, the response was 
beyond expectations. 

The meeting was given over entirely 
to the dinner and Mr. Clegg’s address. 
There were no other speakers. Harold 
Kaufmann, president of the local asso- 





ciation, presided, and J. Walker God- 





ith this 

———— rouldn’t 

im “VY 

NEWS OF LOCAL ASSOCIATIONS endered 

ue to g 

— for 

TWIN CITIES HONOR CLEGG| win, who represents Mr. Clegs's ee ie ae 
cialis pany, the Penn Mutual, had the ho “ ty 

President of National Association Ad- | ° jntrodncing yam informal fps 
dresses Local Man at Minneapolis | was most interesting and instroee + Farr 
and St. Paul The gist of it was that however as MD fact } 
the average life insurance wetness 2 Ml of the 


study and absorb the ideas © , . 
the business, he must, to be a real bility to 
cess, work out his own destiny = a Most Ir 
the strength of his own personal 

ability. 






Address at St. Paul 


Mr. Clegg also addressed # meeting 
St. Paul underwriters at noon 
same day. ie 

The need of big men for oS 
of insuring the lives of 4 o Pas 
people was the theme of h 
address. wt 

Eighty percent of the insurable 
of property in the United Stal 
ered by insurance, Mr. Cles® 


(CONTINUED ON PAGE 
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\ pplication a Day for Past Ten Years 
Average Maintained by Thomas J. Farris 
of Missouri. State Life, St. Louis Office 


HOMAS J. FARRIS of the St.| work he kills time by figuring out live 


Louis branch office of the Missouri 
State Life will have rounded out 
n years as a full time life underwriter 
r the company March 9. During the 
n years that have intervened since 
r. Farris deserted his stenographer’s 
ptebook and typewriter in the general 
fices of the Missouri State Life and 
ntured forth, ratebook in pocket, to 
in his spurs as a full-timer, he has 
de a record for consistent life under- 
iting that perhaps has never been ex- 
lied. He has averaged an application 
day or better for ten years, and save 
hen on the annual trips of the Mis- 
puri State Life’s Quarter Million Club, 
which he was a charter member and 
s always held a vice-presidency, never 
week has passed during all that time 
at he failed to produce at least seven 
pplications for life insurance. 


Has Set Mark for World 
to Shoot At 


In these days of world’s champion 
fe underwriting sprint records Mr. 
arris has set a mark for the world to 
hoot at—persistently year after year 
urning in from 365 applications for life 
surance paid for to 476, his high water 
ark, set in 1923. In 1924 he produced 
32 applications for more than $800,000 
tls average yearly production has been 
750,000 and in his biggest year gave 
¢ Missouri State Life more than $960,- 
00, while he also brokered another 
0,000 that his company could not take. 


Real Service Given; 
Would Extend It to Friends 


Mr. Farris likes selling life insur- 
nee. He feels that it is one of the 
better callings of life, distinctly bene- 
cial to humanity. When he calls on a 
Prospect and sells him a policy he feels 
t he has rendered that fellow a real 
rvice and he immediately enlists his 
id in dispensing similar service to the | 
nends and associates of the applicant. 
. Now, Mr. Smith, you are satisfied 
ith this policy; if you were not you 
ouldn’t have bought it,” he says to 





| 
| 
| 





~ “You feel, I believe, that I have 
noe you : real service, and would 
five the same service to some | 
bf your friends.” pea, 
he then asks the applicant for the | 
: es of three friends who he believes | 
os real Prospects for insurance. The 
oe applicant is always willing to 
ng man who has helped him. So 

*,airis never wants for prospects. 


n f is bi i 
i ag biggest problem is to see 


bility to Buy Is 
Most t Test 





sity to buy is the one qualificatiot 
TIS insists upon in his prospects. 
in selling insurance 
He feels that it is 
Prospect, the company and 
€ calls on prospects at the 
S averaged one 
ree prospects received. 


t doesn’t renew. 


unfair to the 
. agent 
"tst opportunity 
y and 
© lor each th — 
r is li 
son aris lives and breathes insur- 
of his eae ~ that he has laid some 
ng to bed 2 ans either just before go- 


night or immediately after 


Msing j idi 
€ in morning. Riding to and from 





| prospects to call on. 


Started as General 
Utility Office Man 


Thirteen years ago Mr. Farris entered 
the employ of the Missouri State Life. 
Fresh from business college he was 
given a position as a stenographer and 
sort of general clerk. He was one of 
68 employes of the company at that 
time. Today the home office organiza- 
tion totals 780 workers. He didn’t have 
any set position. On some days he took 
dictation from as many as eight or ten 
officials. He was shot from place to 
place—wherever a stenographer was 
needed. 

Shortly after going with the company 
he became interested in writing life in- 
surance. During spare time, in the 
evenings, Saturday afternoons and Sun- 





client. He would rather nurse him 
along, building up his life insurance es- 
tate in amounts that the prospect’s 
financial status warrants. 

He has found his old policyholders 
one of his best sources of business, and 
he never neglects the old for the new. 
Among his clients is one young busi- 
ness man to whom he has sold 27 poli- 
cies for a total of $48,000. Ten years 





ago this fellow was an employe of a 
local company, receiving a very modest | 
salary. He was one of the first pros- 
pects Mr. Farris called on and he sold 
him $1,000; all that he felt the prospect | 
could afford at that time. The business 
stuck. 

He kept in touch with the applicant 
and called upon him from time to time, 
becoming his life insurance adviser. As 
this man advanced in the business 
world, Mr. Farris saw that his insurance 
kept pace—$1,000, $2,000 or $3,000 at a 
time. Always no more than the appli- 
cant could absorb. It was typical of 
other cases Farris has handled. 

The majority of Mr. Farris’ policies 
are on young men. He has a nice sys- 











for. 
year exceeded $100,000. 


000 club in three months’ time. 


first in number of life applications. 








HIGH LIGHTS IN CAREER OF T. J. FARRIS 


Has averaged an application a day for ten years. 
Has never sold less than 365 applications in any one year. ; || 
Sold 476 policies in 1923 and came back in 1924 with 432 policies paid 
| come basis. 
Produced $50,000 first year as part-time agent and in third part-time 

| into her way by borrowing relatives, 


Sold more than $500,000 first year as full-timer and qualified for $100,- || ' 
. | lators, oil and gold mine stock salesmen, 

Has averaged $750,000 paid-for volume yearly for ten years. 
Ranks second in St. Louis and fifth in company in accident production; 
third in St. Louis and eighth in company as life producer on volume basis; 


— 
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day mornings—he tried his hand at sell- , 


ing. That first year as a part-timer he 
paid for $50,000 of insurance. The next 
year he raised the mark to $75,000 and 
his third year he passed $100,000. That 
convinced him that his place was out 
in the field. Home office officials got | 
the same idea about the same time. He 
was a darn good steno, but was costing | 
the company money indoors. 


Qualified for Club 
Membership First Year 


On March 9, 1915, he started out as 
a full timer. He early adopted his sys- 
tem of getting three prospects with each 
policy sold. By July 1 he had qualified 
for the $100,000 Club. (At that time the 
Quarter Million Club had not been or- 
ganized.) In his first year he sold more 
than 365 policies for $500,000 in volume. 

When the Quarter Million Club was 
organized, Mr. Farris was one of the | 
first to qualify for the new body and 
was elected a vice-nresident. He hag 


renewed his menibership every year 
since. Today he ranks third among the 
producers of the St. Louis branch office 
in life insurance volume and eighth 
among the entire organization of the 
company. 

He also has an excellent record as a 
producer of accident insurance notwith- 
standing that he concentrates largely 
on life. In accident production he ranks 
second in St. Louis and fifth among the 
entire field force. 

Mr. Farris never tries to oversell a 





tem for building up that business aside | 
from his “three for one” rule. As he | 
goes about from place to place, calling 

upon business men in various lines, he 

inquires about positions that are open 

in their organization. He tells the em- 
ployers that he is constantly in touch | 
with young men and young women in | 
need of employment, and that if they | 
want his aid in getting desirable work- | 
ers he will be only too willing to help. | 
Labor turnover is always a big problem, 
and a business man never overlooks an 
opportunity of getting a line in advance 
on a desirable worker. Many every 
year avail themselves of Mr. Farris’ 
services. 


Gets Good Return for 
“Bread Cast on Waters” 


This casting of bread on the water 
has a twofold source of return to Mr. 
Farris. It takes a little time for him 
to get in touch with the nroner worker, 
but once the chap is placed and delivers | 
the goods both the employer ana em- 
ploye are pleased with the transaction. 
Both know that Farris is in the life in- 
surance business and very often he re- 
ceives a telephone call to visit some 
young fellow for whom he has secured 
a position. The result is a sold policy. 

Later when they marry and assume new 
responsibilities additional life insurance 
is required and usually Mr. Farris gets 
the business. But nevertheless he de- 
lights in helping out the other fellow, 
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notwithstanding that he himself very 
often benefits by doing so. 

Service to his client is paramount with 
him. When one of his policyholders 
dies he sets aside everything else and 
gets busy on that claim. If it is an 
accidental death, suicide, etc., he gets in 
touch with the coroner’s office, gets all 
of the necessary papers filled out and 
does everything possible to assist the 
beneficiary. This service is appreciated 
and usually results in his selling addi- 
tional insurance to the survivors of the 
assured’s immediate family or some 
close friends. 

Once he encountered a business man 
who resented this quick settlement pol- 
icy. He was an exception and didn’t 
need the insurance money to pay the 
undertaker, doctor and hospital bills. 
He got somewhat peeved when Mr. 
Farris called with the necessary papers, 
and kept him waiting a month or so 
before filling out the claim. However, 
he had a daughter and the transaction 
finally ended happily—Mr. Farris sold 
him a $5,000 policy, naming the daugh- 
ter as beneficiary. 


Firm Believer in 
Program Insurance 


Mr. Farris is a firm believer in pro- 
gram insurance. He knows that the 
wife who can handle a large amount of 


| money successfully is the exception, so 


he insures the insurance by placing the 
major portion of it on the monthly in- 
This makes it possible for 
the widow to avoid the pitfalls thrown 


neighbors and friends, real estate specu- 


ete., etc. 

Of course there are exceptions to all 
rules and he fits the policy to each in- 
dividual case. 

During the ten years Mr. Farris has 
taken but one vacation of two weeks in 
addition to his annual trips with the 
$100,000 and Quarter Million Clubs. 
He takes off Thursday and Sunday 
afternoons to play golf, go motoring, 
to the ball game or otherwise amuse 
himself recreationally. 

He always works on Sunday mornings 
and each evening. He maps his day’s 
routine so that he can average seven ° 
calls during the day’s business hours 
and three calls each evening and on 
Sunday mornings. He says there are 
many prospects you can’t see at any 
other time than Sunday morning, such 
as traveling salesmen. 

To sum up, the secret of his success 
has been—“He sees 'em and he sells 
’em.” 


SUPPLY AND DEMAND 


In the case of a commodity the de- 
mand already exists. In order to sell 
the commodity you merely meet the ex- 
isting demand. A specialty comes upon 
the market in advance of a demand. 
demand has to be created before it can 
be sold. 

Life insurance is such a specialty. 
Consequently the agent must be a sales- 
man of the highest order. The general 
demand. for insurance is steadily in- 
creasing, but, nevertheless, in most 
cases each prospect must be shown how 
insurance will provide for his individual 
needs, thus creating a demand and thus 
paving the way for the sale—W. C. 
Dunlap, American Multigraph Company. 
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Vice-President Stedman of Prudential 
Cites Trend Towards Electric Light 
and Power Investments 





The increasing popularity of electric 
light and power investment was pointed 
out by J. W. Stedman, vice-president in 
charge of investments of the Prudential, 
in his address before the biennial busi- 
ness conference of the company at the 
home office. Mr, Stedman said that the 
electric light and power industries of 
the United States in the six years fol- 
lowing the war has absorbed more and 
more of the policyholders’ investible 
capital and for the future offers a rich 
field of safe and profitable investment. 
He said that during the reconstruction 
period of recovery, with its violent 
stresses and strains, this industry not 
only held its own, but actually made 
progress. Last year over $1,000,000 of 
new capital was put into this industry, 
so that the total amount invested has 
risen from $55,000,000 as reported 40 
years ago to over $6,500,000,000, 

This growth alone is not the reason 
for the increasing popularity of these 
investments, but the fact that public 
utilities are being given greatest consid- 
eration by governing bodies. The pro- 
tection arising from the regulation of 
these companies and monopolies by 
state commissions, which in general are 
composed of fair-minded men less inter- 
ested in playing local politics than in 
giving the community good electric 
service, is of inestimable value. Mr. 
Stedman said that these commissions 
have recognized the principle that this 
service cannot be rendered by com- 
panies verging on bankruptcy, but de- 
pends upon the company’s ability to 
borrow money for improvement by as- 
suring investors that their capital will 
be safe. As a result these companies 
have been put on a profit-making basis 
and thus offer a rich field for invest- 
ment. 

Referring to the equity in such in- 
vestments, Mr. Stedman said that a 
well-known statistician recently reported 
the risk of insolvency per $100 of se- 
curities as follows: Manufacturing con- 
cerns, slightly over 2 percent; steam 
railroads, slightly under 2 percent; na- 
tional banks, .32 percent; electric light 
and power companies, about .32 percent. 
Mr. Stedman incidentally took occasion 
to comment on superpower systems, 
urging the endorsement of all such de- 
velopments in the future. 
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(CONTINUED FROM PAGE 30) 
less than 5 percent of the insurable 
value of the lives of the people of the 
United Staies is covered by insurance. 

He declared that the day when a man, 
broken both in pocketbook and men- 
tality, could obtain a rate book from an 
insurance company and start out as a 
life underwriter has passed. In recent 
years both the conduct of the life insur- 
ance business and the quality of the 
personnel has been improved greatly, he 
asserted, and it is through the national 


and local organizations that this im- 
provement has been brought about. 
Work of National Association 

The National Association of Life 


Underwriters was the first’ national asso- 
elation of business and professional men 
to adopt a code of ethics he said, and 
through this code life underwriting as 
& profession has been placed on a par 


with the professions of medicine, law 
and education. 
“There is no such thing as a best 


life insurance company,” he declared. 
“The life insurance business,” he con- 
tinued, “is so great it dwarfs the indi- 
viduality of a company. A company, in 
its final analysis, is simply a group of 
persons who have insured one another.” 


=. 2 
Fargo, N. D.—H. T. Lewis, Fargo, 
president of the North Dakota Under- 
writers, has named the following as 


members of the executive committee: 








THE NATIONAL UNDERWRITER 
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W. W. Fuller, Northwest Mutual; A. W. 
Crary, Northwest National Life of Mil- 
waukee; R. A. Trubey, Guardian Life; 
M. N. Hatcher, Great West Life Assur- 
ance; A. F. Conklin, Bismarck, secretary 
of the Provident Life of Bismarck; C. W. 
Ledgerwood, New York Life; P. W. 
Satory, Pacific Mutual; C. H. Simpson, 
Minnesota mutual, and John A. Risk, 
North American Life. 
x * * 

New York—The speakers at the 39th 
annual banquet of the New York asso- 
ciation, which will be held at the Astor 
March 10, will be Will Rogers, the 
comedian, and J. Howard Ardrey, first 
vice-president of the National Bank of 
Commerce. A reception will be held at 
6:30 and the dinner at 7 p. m. Robert 
L. Jones, general agent of the State 
Mutual, is chairman of the general com- 
mittee, which also includes T. N. Fraser 
and J. Elliott Hall. Mr. Hall has charge 
of the sales congress program. William 
D. Eisenhauer is in charge of entertain- 
ment, and Harry Gardener is chairman 
of the reception committee. 

* * * 

Lansing, Mich.—Education of the gen- 
eral public to an understanding of the 
real value of life insurance is the biggest 
task confronting the life agent today, 
W. M. Dowden, president of the Lan- 
sing, Business University, told the 
Lansing Life Underwriters’ Association 
at its meeting last week. Mr. Dowden 
declared that four per cent of the pop- 
ulace directs the thinking of the re- 
mainder and that life insurance salesmen 
must be in the thinking minority ade- 
quately to present insurance to their 
prospects. A life agent should always 
be sincere in his presentation of a 
prospect’s needs, the business educator 
declared. A number of salesmanship 
methods were demonstrated. 

ok * * 

Davenport, la—Members of the Dav- 
enport association attended services in 
the First Presbyterian Church when the 
pastor, Rev. Dr. LeRoy M. Coffman de- 
livered a special sermon on “Life Insur- 
ance for Time and Eternity.” Dr. Coff- 
man emphasized the peculiar character 
of the life insurance men’s profession, 
similar to that of a pastor, spoke about 
the uncertainty of life and the certainty 
of death, the value of prudence and so- 
briety and the necessity of preparation 
for this great change in life. “Life in- 
surance is the means of indemnifying the 
economic results of death,” he said and 
then passed on to a consideration of life 
in a manner to indemnify the spiritual 
loss. 

*x* * * 

Minneapolis, Minn.,—128 were present 
at the charter member meeting of the 
newly organized Twin Cities Life Un- 
derwriters. E. W. Cameron, president, 
presided. The chief address was made 
by Commissioner George Wells, who 
made an insptring talk on the benefits 
of organization and the good that can 
be done through united effort on the 
part of life men. 

There were several other sneakers, in- 
cluding Colonel Mel Nyman of the North- 
western National, Leon Triges of the 
Berkshire Life, Allen S. Dempsey of the 
Connecticut Mutual and N. L. Shultis of 
the Missouri State Life. 

* * * 

Decatur, TH—At the monthlv meet- 
ing of the Decatur association, President 
Edwin H. Faster, called on F. M. Ferris 
of the New York Life at Danville to give 
a talk. It was through Mr. Ferris that 
Mr. Faster entered the business. Mr. 
Faster is manager of the Tllinois Life. is 
a live wire and is doing good work for 
the organization. Some Equitable Life 
of New York men in the territory pre- 


sided over by Agency Manager C. R. 
Golly of Decatur were present at the 
banquet as Mr. Golly was holding an 


agency meeting. A brief talk was made 
by P. A. Brosseau, whose firm is state 
manager of the Peoples Life of Indiana, 
in presenting the sneaker of the evening, 
Cc. M. Cartwright of The National Under- 
writer. 


oe 
Fond du Lac, Wis.—Miss Mary E. 
Costello of the New York Life was 


elected president of the Fond du Lac 
association at its annual meeting. Other 
officers include: Vice-president, M. M, 
Duel, Northwestern Mutual Life; secre- 
tary-treasurer, W. W. Guilfoile, Bankers 
Life of Des Moines. 

Arrangements for the next meeting, 
when it is planned to present a speaker 
from out of town, were placed in charge 
of a committee consisting of S. D. Bore- 
ham, M. M. Duel and M. G. Fox. 











Service That Agents 
Can Render to Their 


Policyholders Told | 


ILL D. BOWLES of Des Moines, | 


manager of the Phoenix Mutual 
Life, spoke before the Omaha Life Un- 
derwriters Association last week, telling 
some of the services that life men can 
render policyholders. Among other 
things he said: 


“Do you ever suggest to a policy- | 


holder that he should have enough of 
his life insurance in a lump sum to pay 
inheritance taxes and outstanding in- 
debtedness and any other clean up ex- 


penses as may be necessary at his death? | 


Do you merely tell him at random about 
this or are you specific and show him a 
list of closed estates taken from the 
records in your own court house? Do 
you ever suggest that he should make a 
will? 

“Do you then show him something 
which can be arranged by contract (not 
a will to be broken) for his beneficiaries 
whereby he can definitely direct the 
distribution of his accumulations to his 
mother, wife or daughters in monthly 
payments under the methods of settle- 
ment as are provided for in his policies, 
whether these policies are in our com- 
panies or not? Do you show hin a 
program and how he can arrange it to 
suit his plans with the policies he now 
has or may be able financially to handle? 
Do you suggest making a survey of his 
policies for him? 

Naming Second Beneficiaries 


“Do you show this policyholder how 
he can name a wife or mother as first 


MAKES FINE JANUARY RECopy 


Issues $16,000,000 in Standard Busin. 
and $4,600,000 Group in Month 
of January 


In January the Connecticut Gene 
Life established a new record in writt. 
business. Its total issue for the mong 
was 20,967,000 of insurance. Of thy 
over $16,000,000 was regular life busine 
and $4,600,000 group insurance. () 
three different days the company hy 
an issue. of over $1,000,000 in new bus 
ness. 

Paid accident and health 
totalled over $210,000. 

This production beats the company} 
previous record made in January, 19% 
by over $4,000,000 in life issue and $%, 
000 in paid accident and health prem. 
ums. 

The agents of the company are cel 
brating the 60th anniversary of the or 
ganization of the company with a 
weeks’ campaign for new business, ru. 
ning from Feb. 1 through March 14 


premium 


Insures Hansen’s Life for $300,000 

The General Reinsurance Corporatio 
has authorized the placing of $300, 
life insurance on the life of its vice 
president and general manager, Carl \ 
Hansen. The Connecticut General, th 
Aetna Life and the Penn Mutual Lif 
will write the insurance. 

The directors of the General Rei- 
surance took this action as a_ busines 
proposition to protect the corporation 


| against the possible loss resulting from 


| Mr. Hansen’s death. 


beneficiary with others in the immediate | 


family as second beneficiaries? 
do you say to this policyholder if he 
has a boy or boys? Do you make the 
same suggestions to him as though the 
children were girls? Do you see any 
difference in boys and girls as benefi- 
ciaries? Personally if a boy is of sound 
mind and body I’ve always felt that at 
age 30 he should be ready to take his 


What | 


Similar action wa 


when it insured its president, Charles 
H. Holland, for $500,000 in favor of th 
company. 


Kill Texas Penalty Bills 
Three bills introduced in the Texas 
house providing for additional expenses 
for life, accident and health insurance 
companies who fail to make settlements 
within 30 days have been reported ad- 





| versely by the insurance committee. The 


place in the world as a producer and | 


therefore should receive any money com- | 


ing to him at age 30 in a lump sum to be | 
used in a home or business as he may | 


then choose. 


“If a boy of sound mind and body is 
to receive a monthly 


income from a | 


policy, which you or I write and ar- | 


range, I feel that we are guilty of de- 


veloping a parasite on the community | 


who will never become a producer from 
necessity but one who will haye been 
comfortably fixed with enough money 
as a medium of exchange to purchase 
for his wants and desires from others 
who did produce it. 


Arrangement for Daughters 


“With girls and women it is different. 
We are doing a service to our policy- 
holder when we get him to realize that 
he doesn’t know perhaps who his son- 
in-law is to be. He may not even know 
who is raising him. Neither Goes he 
know what his business ability or inclin- 
ations will be. 

“In naming the children as second 
beneficiaries in a policy do you watch 
and add the names of additional chil- 
dren as they are born? Often times a 
service of this kind prompts the policy- 
holder to give consideration to additional 
insurance because of the new member 
of the family. 


Courtesies Can Be Extended 


“Tt’s hard to tell whether we are dis- 
cussing service to policyholders 
monthly income settlements for benefi- 
ciaries, but the two subjects are so 
closely related that our greatest service 
to policyholders would be neglected if 
proper consideration be not given to 
that which may be done for beneficiaries 
of our policyholders for whom he or 
she have written their life insurance. 


George N. Powell, special agent for the 
Northwestern Mutual Life insurance com- 
pany, Fargo, is a candidate for election 
to the city commission at the spring elec- 
tion. 


or | 


committee favorably reported the bill to 
increase funeral benefits of mutual as 
sessment associations from $100 to $300. 
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